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Radio Hazard and 
Responsibilities of 
Agents Therefor 


Should Tell Assured of Necessity 
For Attaching Radio Permits 
To Fire Policies 


NEW CAUSES OF FIRE 


Lighting Not the Only Danger; 
Some Interesting Facts About 
Wires Given 


3y H. F. Johnson 














Agents are expected to give a consid- 
erable amount of service to their clients. 
Fire agents especially have to give up 
a portion of each day to duties which 
directly net them little or nothing in dol- 
lars and cents, but which build good- 
will that pays handsomely later. Never- 
theless, the live, wide-awake business- 
builder is always looking out for the in- 
terest of his clients . He never gives the 
other fellow a chance to offer more or 
to get a foot over the threshold of his 
client’s office. With the advent of im- 
proved radio apparatus, a new form of 
service 18 necessary. 

In the past the only known hazard 
connected with a radio receiving set 
has been lightning. Lightning caused a 
fire in New York recently either by rea- 
son of a poorly adjusted ground wire 
or lightning penetrating the porcelain 
shelled arrester and striking the inside 
aerial. A month ago lightning did con- 
siderable damage to a house in East 
Hartford, Conn. The lightning is said 
to have entered by way of the radio 
acrial. It damaged the set and jumping 
from there to one of the walls, tore it 
down. The Underwriters Laboratories in 
Chicago have spent some time investi- 
gating the hazard and inspecting various 
kinds of lightning arresters which will 
help to reduce this hazard. 

Duties of the Agent 
_ The agent always looking out for the 
Interests of his clients will see that they 
are notified of this hazard. He will, by 
letter or in person, inform them of the 
necessity for having a radio permit at- 


tached to their policies. Perhaps the 
€asier way to offer a service and at 
the same time show his interest in his 
‘Client is to issue a form letter giving 


the ruling of his rating bureau and the 
various arresters recommended or im- 
Proved by the laboratories. It is worth 
the effort and expense of postage. 

he average person doesn’t take time 
to read his policy. He expects the agent 
to take care of his needs and when the 
agent fails, it’s good-bye business. The 
1 the street is consulted 
and he gets the business. Why not take 


this opportunity to render your clients a 
Service t 


live agent dowr 


: which Agent Jones has not 
thought ot. Tell them of this existing 
azard and offer a bit of advice as to 


how to install the arrester. 


Every one having a receiving set does 
not need a radio permit or an arrester. 
(Continued on page 24) 
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Assurance Company, Ltd. 


PHOENIX 


of London 


100 William Street, New York 


A corporation which has stood the test 
of time! 


operation. 


144. years of successful business 


World-wide interests. 


Abso- 


lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 






































Founded 1792 





Justify, your client’s confidence by giving 
him the protection of an organization strong 
enough to meet practically any emergency, 
and whose service includes the prompt ad- 
justment of claims. 


Insurance Company of North America 


Philadelphia 


“Qldest American Fire and Marine Insurance Company” 























A Hearty Welcome ! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 


event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the PenN Muruat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 


and where hung, and now reposes, the sacred Liberty 


sell. 


We have a 


hearty welcome for life underwriters who are visitors to Philadelphia during 


these festival months. 


The Penn Mutual Life Insurance Company 





Philadelphia, Pa. 
Organized 1847 














Phoenix Mutual’s 


Production Force 


Is 450 Agents 


Company’s Remarkable Efforts to 
Build Compact Force of 
Efficient Workers 


INTERVIEWS ARE CUT DOWN 


Company’s Advertising in National 
Magazines and Training School 
Help Get Results 


One of the most remarkably interest- 
ing the production world of 
life insurance could be written about the 
manner in the Mutual 
Hartford has rebuilt its agency 
corps into a compact and most efficient 
organization which at the same time is 
one of the smallest 
maintained by 


stories in 
which Phoenix 
Life of 


production corps 
a nationally known life 
insurance company. 

[t will surprise insurance executives, 
generally, to learn that the exact num- 
ber of agents which that company had 
on August 1 was 450. 

Twelve years ago the Phoenix Mutual 
had 1,700 agents. 

Average Per Man 

lor the first six months of 1926 the 
450 agents of the company paid for $1,- 
600,000, or an per man in the 
half year of more than $90,000. 

For the first six months of 1914, the 
company paid for $10,000,000. 

The 


greatly decreased. 


average 


company’s turnover has been 

One of the reasons for the wonderful 
record which the Phoenix Mutual Life 
has made with its picked agency corps 
mail and other literature, and in various 
other ways in cutting down the number 
of interviews with prospects. 

The company has aimed to broadcast 
the life insurance message in such a way 
that agents can arrive at the interview 

Its training 
school has been very effective in helping 


stage more expeditiously. 


agents to make sales readily once they 
have the proper entree. Its literature is 
among the best issued by any companv 





CAN’T DEDUCT POLICY LCANS 


Board of Tax Appeals Says That in 
Case of Widow They Are Not 
Claims Against Estate 


Loans on insurance policies on the life 
of decedent, in which the widow of the 
decedent was beneficiary, deducted from 
the face of the policies in making set- 
tlement thereunder, do not constitute 
claims against the estate of the decedent, 
the Board of Tax Appeals decided in 
the appeal of Annie S. Kennedy, et al., 
executors, estate of D. J. Kennedy, de- 
ceased. The board also determined, on 
the evidence, the value of certain shares 
of stock forming part of the gross estate 
of the decedent. 














August 13, 1926 A 





sosere'T— NDERWRITER aosmmmbacseerSaee 

















Ande 
State 
this « 

Mr 
mout 


Hoey, Ellison & Wendt, Inc., General * 


Agents, Take Pleasure in Announc- mod 





ing the Appointment of the Keon- Crk 


nume 


Oliva Agency (Joseph John Keon _ 
and Julian Oliva) as Special Repre- cw 
sentatives of the Equitable Life Insur- rar 
ance Company of Iowa with Offices "ea 


at 2246-48 Woolworth Building. ne 








Za — oO 
= 


Was ar 
writer. 
years 

confre 


HOEY, ELLISON & WENDT, INC. Bes 


General Agents i the 


small. 


99 WILLIAM STREET - JOHN 0833 he 


agreed 
$40,000 
BRANCH OFFICES limit 
1313 Military Park Bldg. 1270 Broadway time $ 
Newark, N. J. New York City ome 
Market 4533 New 

189 Joralemon Street 391 East 149th St. It issu 
Brooklyn, N. Y. New York City An 
Triangle 4790 | busines 

| at the 

unusua 
but in 
years, 
park, a 
the Fi, 
The | 
Was at 
@ 189 Pp, 
Paul Pp 
comple 


. 





Mr. | 
der the 
would | 
the wo 






































August 13, 1926 


—— 






ree THE EASTERN = 
CHEE UNDERWRITER ~ aE 








Page 3 





— 


Ralph Sanborn, Boston, 
R. C. Anderson’s Partner 


JOINS C.W. ANDERSON & SON 


General Agency of State Mutual Was 
Established Here in 1871; Stories 
Of Three Careers 


Ralph Sanborn, who for several years 
has been a successful agent in Boston, 
specializing in business insurance, will, 
on September 1, become a partner of 
Robert C. Anderson in the firm of C. W. 
Anderson & Son, general agents of the 
State. Mutual Life, St. Paul Building, 
this city. 

Mr. Sanborn is a graduate of Dart 
mouth where he was secretary of his 


class and identified with a large number 


of other student activities. During the 
war he was a lieutenant in the 49th 
United States Infantry. Upon his re 
turn from France he went info the au- 
tomobile insurance business and then in 
to the business of selling automobiles. 
He became connected with life insurance 
as a member of the well known Paul F. 
Clark Agency of the John Hancock in 
Joston. Mr. Sanborn is a member of 
numerous Boston clubs and associations. 


R. C. Anderson Large Personal Writer 


Robert C. Anderson has been an in- 
surance man in this city for three dec 
ades. He started his career in the bank- 
ing business and then joined his father, 
C. W. Anderson, whom he succeeded as 
general agent when the latter retired 
about ten years ago. He is a large 
personal writer, paying for $1,500,000 last 
year despite the additional duties en 
tailed in running the general agency 
He is prominent in Montclair, N. J., 
where he organized and is now a direc- 
tor of the First National Bank. 

The gentral agency of C. W. Anderson 
& Son is one of the oldest general agen- 
cies in New York. It was started in 
1871 by C. W. Anderson, who at the 
time was twenty-five years old. ©. W. 
Anderson had been cashier of the John 
Hancock and then started to sell insur- 
ance for the State Mutual. He decided 
to become a general agent, went to Wor- 
cester and received the appointment. He 
was an active member of the Life Under- 
writers’ Association of New York for 
years and has outlived nearly all of his 
confreres. 


A Born Agent 


C. W. Anderson was a born insurance 
salesman and wrote a large volume even 
in the days when policies were very 
small. Once he solicited the famous edi- 
tor Charles A. Dana of the New York 
“Sun” for insurance and Mr. Dana 
agreed with him that he would take 
$40,000 if Mr. Anderson could get. the 
Imsurance. He was already carrying the 
limit in the State Mutual and at the 
time $20,000 was about as much as a 
company would carry on any one life. 
Mr. Anderson went to one of the large 
New York companies and fought the 
case through until he got the insurance. 
It issued $40,000, being the largest case 
it had. 

About ten years ago he retired from 
business and is now living in California 
at the age of 76. He has always stood 
unusually well, not only in New York 
but in Montelair, N, J., his home for 
years, where he gave the city a public 
park, and at one time was president of 
the First National Bank of that city. 

lhe first office of the Anderson agency 
big at 145 Broadway. It later moved to 
eg Broadway and then into the St. 

aul Building before the elevators were 
completed and has been theer ever since. 


The Agency’s Plan For Development 
Mr. Sanborn 


said this week that un- 
der the new 


arrangement Mr. Anderson 
bape be able to give more attention to 
the work of personal solicitation of life 


(Continued on page 10) 














SERENE 
IN OLD AGE 


RE you bringing before cer- 
tain of your prospects the 
thought that they can confidently 
look forward toa period of com- 
fort when they are forced to sit at 
home to spend their years of in- 


activity? 


Endowment insurance is the 
light in the window that encour- 
ages tired men as they near the end 
It bids 


them be of good cheer. It guaran- 


of their producing days. 


tees comfort when the home can- 
not well withstand the hardships. 
It shuts out want in the winter 
of life. Serenein oldage. How 
fortunate to have a nest egg for 
peace and contentment. 


Urge your prospects to look be- 
yond the bend they are so rapidly 
approaching in life’s road. 


The cost of Endowment insu- 
rance is small when compared with 
its benefits. 


The Prudential 


Insurance Company of America 


STRENGTH OF / 
GIBRALTAR Y 


Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 








$50,000 on Actor with 
No Extra Rating Made 


CONNECTICUT MUTUAL RULES 


Will Also Consider Lives of Aviation 
Officers; Company’s Limits for 
Army Officers 


The Connecticut General has an- 
nounced that it will consider applications 
on the lives of actors and actresses up 
to $50,000 at no extra rating. No dis- 
ability protection or Term insurance will 
be issued. 

The company will also consider appli- 
cations on the lives of aeronautic offi- 
cers who are members of the R.O. T. C,, 
Aviation Section, but who have regular 
civilian occupations and whose term of 
enlistment will expire in two years, on 
regular forms of insurance with an aero- 
plane rider (for two years). Disability 
and double indemnity protection will be 
granted. Aeronauts who make a prac- 
tice of flying will be considered only 
on the two year non-convertible Term 
plan, without disability or double indem- 
nity and with an aeroplane rider. 

The limit for which the company will 
now consider applications on army offi- 
cers with the rank of first lieutenant or 
higher and navy officers with the rank 
of lieutenant junior grade or higher, ex- 
cept officers in submarine or aviation 
service, is $10,000. Disability and double 
indemnity will be granted. Any form of 
insurance except Term will be issued. 

The ratings for electricians and power 
house employees, have been slightly 
changed. 

The company will consider applications 
with any plan of disability or double in- 
demnity protection on the lives of those 
occasionally using the X-Ray. On the 
lives of those specializing in X-Ray 
work the company will consider applica- 
tions with plan 1 only and at no extra 
rating. No double indemnity will be is- 
sued, : 


ELECT CONVENTION DELEGATES 


Newark Life Underwriters Ass’n. Also 
Lined Up for Active Winter Season; 
First Meeting September 13 


The Newark Life Underwriters Asso- 
ciation, at its executive committee meet- 
ing last week, appointed seven delegates 
to the International Convention of Life 
Underwriters which is to be held at At- 
lantic City on September 15, 16, 17. They 
are: Thomas E. Hartmann, New Eng- 
land Mutual Life; Howard C. Lawrence, 
Lincoln National Life; Theodore’ F. 
Keer, The Prudential; Fred Lieberick, 
Jr., Acacia Mutual Life; H. H. Beidler, 
Provident Mutual; W. R. Baker, Mutual 
Life, and P. K. Hebel, Penn Mutual. 

The alternates are W. EF. Garabrandt, 
Connecticut General; William Richard- 
son, Mutual Benefit; J. F. Blackshaw, 
New England Mutual; C. W. Cox, Met- 
ropolitan Life; F. V. Aimslee, Pacific 
Mutual; F. H. Lewis, Massachusett Mu- 
tual; Frank R. Kelly, Union Central and 
Louis O. Faulhaber, National Life of 
Vermont. Mr. Beidler and Mr. Lieberick 
will attend the National executive com- 
mittee meeting which is to be held on 
the two days previous to the convention, 
Mr. Beidler representing the Newark as- 
sociation as president and Mr. Lieberick 
as executive committeeman. 

The first fall meeting of the associa- 
tion will be held on September 13 and it 
has been planned to have a prominent 
life insurance company president as the 
speaker. Regular monthly dinner meet- 
ings will be held during the year, the 
place of meeting being in all probability 
the Robert Treat Hotel. A very active 
program has been lined up so that each 
and every meeting will be both educa- 
tional and interesting. The present mem- 
bership of the Newark association is 110 
but with the impetus this year of a 
strong membership committee it is ex- 
pected that it will increase by leaps and 
bounds, 
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MODERN CRUSADER SERIES 
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How would you describe the type of 
man needed to complete this picture of 
a life insurance interview? What 
qualities ought the salesman to possess? 
What dominant characteristics? ( Or 
look at it this way. If you were the 
prospect, to what sort of man would 
you be willing to entrust the future welfare and 
happiness of your family—and yourself? (| These 
are questions which, more often than we realize, 
induce an interested prospect to deny an interview 
or refuse a sale. He is not sure—he does not 
know — what manner of man stands before him. 
(1n other words it often happens that some modern 


PHOENIX MUTUAL LIFE INSURANCE COMPANY OF HARTFORD 





crusader —some worthy champion of 
the aged and the unprotected —is 
dese? even the simple courtesic¢s 
that are his rightful due. € And 
that is why the Phoenix Mutual Life 
Insurance Company. is never content 
with the mete employment of men 
of character and proven ability. Nor with their 
thorough training and equipment. € It heralds 
their coming through the printed page. It uses 
national advertising to make sure that when its men 
stand in the presence of prospects they shall not be 
“unknown quantities” as impossible of recognition 
as the silhouette drawn above. 
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The Allen & Schmidt 
Agency Oldest in N. Y. 


H. B. HYDE ONE OF ITS AGENTS 


DeWolf Hopper’s Father Was Head of 
Office for Years; Agency Has Kept 
In One Location 
The news published last week that H. 
Arthur Schmidt, leading producer of the 
New England Mutual Life, is to become 
a partner of Edward W. Allen, general 





. ALEEBN 


agent of that company at 261 Broadway, 
the of the to Allen & 


Schmidt, caused considerable interest in 


name firm be 


life underwriting circles. This was not 
of the 
volved, Mr. Allen occupying a prominent 


only because personalities in- 
place in the general agency community 
for years, and Mr. Schmidt recently hav- 
ing attracted considerable favorable at- 
tention by reason of his achievements, 
but the general agency in question is one 
of the oldest in Greater New York, if 
not the oldest. 

When DeWolf Hopper’s Father Ran 

Office 

The office was established back in 
ISH, the first general agent having been 
John Hopper, a picturesque character 
who was the father of one of America’s 
leading comedians, still going strong, De 
Wolf Hopper. De Wolf Hopper has been 
one of the leading actors in a large pro- 
duction at the Sesqui-Centennial Exposi- 
tion in Philadelphia. For years he has 
been a Gilbert and Sullivan star, The 
Hopper general agency of the New Eng- 
land Mutual was at 110 Broadway. 

It is interesting also to recall that one 


of the members of the Hopper agency 


force was Henry B. Hyde who later 
leaped into life insurance prominence as 
the {i — : 

he founder and first builder of the 


Equitable Life Assurance Society 
Hyde did not have 


Mr. 
the cash to float the 
venture which was to turn out 


' so suc- 
cessfully but he had the 


resources, which 


New England Mutual. They were suc- 
ceeded by Henry J. Ryan in 1896. He 
is now a retired capitalist, as all good 
general agents should be, and lives in 
Pittsfield, Mass. 

Succeeding him was S. Whiteley, who 
was general agent from 1902. Mr. 
Whiteley in turn was succeeded by Mr. 
Allen. 


E. W. Allen Was Famous Athlete 


Mr. Allen had been a leading athlete 
at Yale. In fact, on the track he be- 
came a world’s champion. Going into 
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H. ARTHUR SCHMIDT 


included a $15,000 policy. He borrowed 
$1,000 on this policy to meet some of 
his running expenses in the early days 
of launching the Equitable. 

Following Mr. Hopper Kenny & Rad- 
cliff were made general agents of the 
the life insurance business he became a 
large producer for the Northwestern Mu- 
tual Life. It was his success as an agent 
which attracted the attention of the New 


England Mutual and resulted in their 
offering him a general agency. ‘That 
was seventeen years ago. At the time 


the New England in that general agency 
was producing about $1,500,000 a year. 
\t present about $8,000,000 a year is be- 
ing written. Mr. Allen lives in Brook- 
lyn and is a member of numerous clubs, 
including the Union League of that city. 
lor years he has been prominent in that 
borough. 

H. Arthur Schmidt is thirty-one years 
old and is a self-made man in every 
sense of the word. He has been writing 
more than a million a year on a large 
number of lives. Recently The Eastern 
Underwriter printed a series of articles 
from his pen describing how he sells in 
surance. They attracted quite a lot of 
attention. In speaking of Mr. Schmidt 


Mr. Allen said this week: 
“He has made a study of life insurance 
in a most thoughtful way and is one 


of the hardest workers that I know. The 
fact that his policies have averaged about 
$10,000 illustrates the large number of 
people he sees, and how conscientiously 
he does his work. I think he wrote in 
the neighborhood of 125 cases last year.” 


Has Remained in One Location 


President “Appel of the New England 
Mutual has frequently commented upon 
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ice and effecting 
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NEW YORK, N. Y. 

















the fact that in the period of six decades 
of the life of the agency now known 
as Allen & Schmidt, the offices have 
been within a radius of a block or two. 
The building at 110 Broadway, the first 
office, was torn down to make way for 
the old Equitable Building which later 
was destroyed in one of the most spec 
tacular fires which New York City has 
vet seen, a fire which the firemen had to 
fiecht under most adverse conditions, in 
cluding bitter cold weather. The next 
move was to the old building of the New 
York “Evening Post,” and later to the 
St. Paul Building. From there the offices 
were moved to 261 Broadway, which was 


formerly the Astor, House, for many 
vears the most famous hotel in New 
York. 


22 APPS IN A DAY 


Record of Israel Shapiro of Brooklyn 
National Life; With Jack Wars- 


hauer General Agency 
On July 12 Shapiro, 
avent of the Brooklyn National Life, e 


tablished the first record of the company 


Isracl special 


S- 


in the matter of number of applications 
and that day he submitted to his general 
agent Jack Warshauer twenty-two appli 
cations for life insurance. Mr. Shapiro 
is getting a very large volume of busi- 
for the Brooklyn National and 
should be one of the foremost producers 
for the year 1926. 


ness 




















SEARLES NAMES HIS KEY MEN 


New N. J. General Agent of Aetna Life 
Appoints W. A. Noltie and 
E. E. Aplanalp 
Thomas M. Searles, new general agent 
of the Actna Life for New Jersey, has 
appointed his “key men” to assist him in 
building up the agency. They are Will 


iam A. Noltie, who came down from 
Smith & Searles in Buffalo with Mr. 
Searles, and EF. E. Aplanalp, who has 
been connected with the Aetna Life in 
the New Jersey agency for the past 
seven years. 

Mr. Noltie, a graduate of the Love 
lace Life Insurance School at Buffalo, 


and an experienced salesman, will act as 
assistant general agent while Mr. Apla 
nalp will continue in his capacity as field 
supervisor. It is expected that this ar 
rangement will work out satisfactorily. 
NEW RISKS ACCEPTED 

The Keane 

Massachusetts 


Patterson 
Mutual 


the 
Insurance 


Agency, of 
Life 


Company, announces that the company 
will now take risks from age ten to 
fourteen, the previous lowest age being 
fifteen, 

The report has been erroneously cir- 
culated that Stanford Wright will be 
the general agent of the Sun Life. He 
will continue as general agent of the 


Boston in as 


Clark Agency. 


John Hancock Mutual in 
sociation with the Paul I 
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WHAT OF THE FUTURE? 


The Equitable Life Assurance Society has openings for agents all over the United 
States —not for those who are representing other Companies, but young men who 
have had some business experience but who may know nothing as yet about life in 


surance. 


The Equitable is ready to negotiate with such men because they have nothing 
to unlearn about life insurance; and in order that their training from the very start 


may be in accordance with Equitable ideals. 


And the Equitable gives those who are commissioned to represent it in the field 
a training that enables them to render good service to the public, and at the same time 


earn liberal incomes for themselves. 


The successful man must be a master of his trade, and the Equitable makes pro- 


fessional life underwriters of those who are willing to learn. 


Its Managers at central points are charged with the duty of guiding and instruct- 
ing them; each one is given the privilege of studying a Correspondence Course which 
is regarded as more complete and effective than any course heretofore promulgated; 
expert teachers are constantly traveling over the United States gathering the agents 


together at central points for intensive training. 


There is an Equitable Policy for every insurance need, and the Society supplies 
its agents with all useful tools for their work, sending them attractive illustrated 
booklets, canvassing documents of various kinds, and striking advertising forms. 


The name Equitable is a household word in every community. Life insurance 
is a necessity and the demand for it is constant. With such a company back of them, 
young men of integrity, intelligence, and industry can be sure of a prosperous 


career. 


Are you in a position that yields support but offers no definite prospect of future 
success and advancement? If so, you will find it worth while to discover what the 
Equitable can offer, and what opportunities can be given to enable you to establish a 
high reputation, and if you are prudent build up a substantial fortune. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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W. B. Harn President of 
Continental Life Club 


AGENCY CONVENTION, DETROIT 


President Melson Tells of Marvelous 
Progress Made by Legal Reserve 
Life Insurance 


The agency convention of the Conti- 
nental Life of St. Louis was held in De- 
troit this week. W. B. Harn of 
& Harn, Cleveland, elected 
dent of the company’s Clic Club, writing 
and paying for more than $300,000 in the 
last sixty days of the 


Harn 


was presi- 


club 


year. Mr. 





EDMUND P. MELSON 
Harn started out as a lawyer and was 


the first man to volunteer in 
during the World War. He 
a lieutenant in the Cavalry, and on ac- 
count of his expert marksmanship was 
sent to Fort Sill for special training. He 
became an 


Kentucky 


was made 


instructor in Camp 
and then went overseas with the &l4th 
Infantry in command of a company. 
Coming back to the United States he 
became agency manager in Akron, O., 


Taylor, 


for a life company. After some other 
experience, he organized Harn & Harn, 
Inc., with his brother, becoming mana- 


gers for the Continental 
Northeastern Ohio district. 
The vice presidents of the Clic Club 
elected were J. M. Hensley, of Texas, a 
$1,000,000 man; General Agent |. J. 
Duncan, Po General Agent C. M. Mil- 
ler, of California ; Simon Selinger, of 
Oklahoma, and C. J. Klitgaard, also of 
California. 


Life in the 


President Melson’s Talk 


President Melson of the Continental 
Ale was roundly cheered by the agents 
and managers when he arose to speak. 
He said in part: 

“The man who knows the glorious rec- 
ord of this great business of ours knows 
that back in 1759, the first American 
Old Line Legal Reserve Life Company 
Was started in Philadelphia. 

“That man knows that the record 
books today tell of the founding of the 
second company in 1835, ninety-one 
years ago, in the. City of Boston. He 
knows that in 1914, after more than one 
hundred years of effort, all the life com- 
panies in the country combined, 
total of seventeen billions of insurance 
on the books. He knows that eleven 
years later, at the end of 1925, all the 
Companies combined had over seventy- 
two billions of dollars of insurance on 
the books; in the last eleven years _ 
business of ours has grown three and :‘ 
quarter times as much as it did in its 

fst one hundred years and more. He 
Nows that in the present year, if the 


had a 


increase is maintained 
companies of this country 
will write over seventeen billion dollars 
of new insurance; more, in fact, than 
the total on the books up to 1914, and 
which will be an increase of more than 
11 per cent over 1925. He knows that in 
each year of the past one hundred years, 
with but a single exception, more insur- 
ance was sold in each twelve month per- 
iod than was sold in the previous twelve 
month period. He knows that the life 
insurance business is not atilicted with 
the periodical ups and downs to which 
every other American business is sub 
ject. He knows today that the largest 
financial institution in the United States 
is not a bank, not by seven hundred 
millions of dollars; that today the second 
largest financial institution in the United 
States is not a bank, not by two hun 
dred millions of dollars; that today the 
third largest financial institution in the 
United States is not a bank, not by fifty 
millions of dollars; he knows that when 


present rate of 
that the life 


compared with the largest life company, 
the greatest and largest bank in the 
United States today ranks fourth in 
financial streneth as regards total assets 


or resources.” 


ROBERT BROWN DEAD 


Robert Brown, vice president and gen 
eral manager of the American Life, Den 
ver Colorado, died August 5, after a brict 
illness. 

Mr. Brown was born at Staten Island, 
N. Y., March 22, 1869. It was in 1890 
he came and accepted the po 
sition of in the local office ol 


the New 


to Denver 
secretary 
York Life. 


NEW COAST COMPANY 


August 12 was the 


date on which the 
Northwestern 


Life & Accident Com 
pany, newly organized at Seattle by T. 
c. Brownlee, president of the North 
western Mutual Accident Association of 
that city, commenced the active writing 
of life insurance. 














Phone 


Cortlandt 2030 








Neu England Mutual Life 


Knowledge breeds Confidence 
Confidence breeds Life Insurance 


“For seventeen years the brokers’ office” 


BALDWIN 


5 Maiden Lane 
Sth Floor 
5 Seconds from Broadway 











AGENTS’ OWN DRIVE 


George Loesch Associates of Aetna Life 
Begin New Connection with 
Inaugural Month 

Eubank of Hart & Eubank 
luncheon this week to George 
Loesch Associates, who recently joined 
that ageney ina body. Different depart 
ment heads of the office spoke, including 
Matt Kane, L. Hl. House, R. G. Gregory, 


Gerald A, 


Rave a 


|. Fk. Cook and E. H. Hastings. R. L. 
Place, agency assistant at Hartford, rep 
resented the home office In his talk, 


Mr. Eubank said that the Hart & Eu 
bank agency was keeping up its pace for 
the year 

\lfred Doria spoke as chairman of the 
\ssociates, Mr. Loesch being out of 
town, and said that the Associates had 
decided to mark their entrance into the 
\etna Life family with an “Inaugural 
Month.” They all pledged to write more 
business than they ever had before. 





panies. 
gain 
16% gain 
LIABILITIES 
13% of Liabilities 


25% increase 


to men of the right calibre. 











Analyzing Success 


CROSS section of the 66th Annual Statement which 
shows, by growth, safet 


Guardian ranks as one of the strongest of the strong com- 


NEW BUSINESS, ABOUT 
ible $ 66,857,528.00 
INSURANCE IN FORCE, 


ADMITTED ASSETS ................. 


SURPLUS & DIVIDEND FUND, 


1926 DIVIDENDS SET ASIDE, 


The Guardian is growing more rapidly than most old line 
companies, and in a way that offers unusual opportunities 
For information, write 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


and low net cost, why the 


50 % 


290,912,305.00 
51,866,771.92 
45,836,814.05 


6,029,957.87 


1,983,000.00 





























A KINGSLEY REMINISCENCE 


Tells of the Experience with an Assess- 
ment Company When He Was Head 


of Colorado Department 


In the thirtieth anniversary number of 
the “Insurance Report” of Denver, Dar- 
win P. Kingsley, president of the New 


York Life, in his characteristic vein, 
tells of his experiences when he ran the 
Colorado Insurance Department. 

Among other incidents, he tells the 
following: story: 

“In performing my 
tendent of the 
came in conflict 
nent company, 


duties as Superin 
Insurance Department | 

with a certain 
well known at that time 
and long since defunct. IL had with it a 
very pointed difference of opinion. — | 
refused to renew its license for 
that would not be profitable to discuss 
here, and in turn was bitterly assailed, 
notably in the columns of a paper owned 


assess- 


reasons 


by one ‘Brick’ Pomeroy, whose record 
dated back to the times of the Civil 
War, and whose reputation was thor 
oughly well understood by men of that 


generation. | had to reply to it and did 
so somewhat vigorously, but as | recall 
it now the courts of the state compelled 
me to issue the license although inci- 
dentally the grand jury indicted the gen- 
eral agent.” 


TWO NEW MANAGERS 
The Missouri State 
nounced the appointment of new mana- 
vers for two very important branch of- 
fices of the company 
Frank J. Roan of Pittsburgh, Pa., but 
a native of Columbus, O 
manager at the 
succced James 
recently to 


Life has just an- 


, has been made 
Columbus, O., branch to 
\. Maddox, who resigned 
accept an appointment from 
another company, the American Insur- 
ance Union in Columbus 


Missouri State announced the passing 


of Mr. Maddox from the company’s or- 
vanization. He had opened the Colum- 
bus branch office as manager on August 


1, 1922, and in his four 


years connection 
with the office 


had built up a splendid 
organization and business in the Colum- 
bus territory. He is president of the 
Columbus Chamber of Commerce and 
for a number of years had been promi 
nently identified with the Columbus 
Board of Education and other civic 
enterprises. 

Another appointment is that of Jo- 
seph ‘Tv. Moe as manager of the Cincin- 
nati, O., branch office. 


EXPENSES LOW 


A tabulation of management expenses 
for Connecticut life 


companies per 
$1,000 of insurance 


shows that the ex- 
penses in 1925 were the lowest of any 
of the last four years. The of first 
year commissions increased _ slightly, 
while the rate of renewal commissions 
was somewhat less than last year. 


rate 


Lawrence Priddy of the New York 


Life is the first man to qualify for that 
company’s 1927 $200,000 club. 
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Woll’s ie ( ecumaniatibe 
On Life Insurance 
CHARGES WAL L ST. DOMINATION 
Head of Photo-Engravers Also Presents 
Stock Buying Arguments for 


Union Labor Life 


The Eastern Underwriter has obtained 


a copy of “The American Photo 
Eneraver,” organ of the International 
Photo Engravers’ Union of North Amer 
ica, which announces the organization 
of the Union Labor Life Insurance Co 


of Washington, D. C., and 
appt al to 


makes an 
unions to buy stock in_ the 
company 


The article, written by 
Matthew Woll, of the Photo-lngravers, 
regarded as one of the most influential 
men in the labor movement in this coun 
try, starts off with a sharp criticism ot 
modern day life insurance and its con 
trol. He claims that in 1924 organized 
labor paid nearly $125 000,000 to insult 
ance companies and that “the servic 
remmeres for this enormous payment 

as not what it is c apab le of being.” 


President 


Discusses Financial Control 

He says that the control of life insu 
ance centers in New York City and vi 
cinity and that within the shadow ol 
Wall Street are companies whose 
vathered in dimes and dollars from 
every corner of the country, exceed 
seven billion dollars, or more than 70% 
of the whole. 

Another paragraph, containing som 
curious information follows: “In prac 
tice, by reason of the fact that it is a 
paper business and non-fluctuating, it 
— very litthe machinery for its ‘op 
eratlo One company which advertises 
that it has policies on more than one 
fifth of our entire population, employs 
about 5,000 clerks and the executives re 
quired are hardly more than a_ half 
dozen in number.” 

Under the head of life 
muums, Mr. Woll says: 

“The life 
our people constitute a sum comparable 
only to that collected by taxation of all 
kinds, national, state and local. Imagine 
if you can a system of taxation which 
collects in advance a sum sufficient to 
meet every known, foreseen or estimated 
expense and in adsition a further sum 
to cover anything left out, overlooked 
and not otherwise provided for. Am 
then without any legal obligation to do 
so and if no other use can be found for 
the excess, entirely at the option of the 
tax gatherers, such portion as they may 
elect may be returned to the taxpayer 
as dividends; and that is just what we 
have in the application of the legal re 
serve system today.” 

Calls Totals “Appalling” 

In another section of the art’cle Mt 
Woll makes this statement: 

“A liberal loading for 
dent to and found necessary in the es 
tablishment and creation of a new busi- 
ness, small in volume, has been perpet 
uated by law and is now actually col 
lected as a part of the premiums running 
into billions of dollars annually. This 
surcharge for expense is now made 


asscts, 


insurance pre 


expenses mci 





George Washington Life 
Insurance Company 
Charleston, W. Va. 


opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 


presents 


insurance premiums paid by | 


wailable for profit and reaches an ap 
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palling total, all of which is paid in ad 
Vance by those whose desire to protect 
their families is thus taken advantage of. 
“It will thus be understood why IAIL- 
URES OF LEGAL RESERVE LIFE 
INSURANCE COMPANIES, once past 
the formative period, ARK PRACTT- 
CALLY UNKNOWN 
“Various modifications and 
tions of the legal 
policies written 
vedoped 4g 
The Union Labor Life 
The Union Labor Life 
was organized under the 
land. Its charter permits it to solicit 
stock and = surplus combined = ranging 
trom $600,000 to $2,000,000. In order Lo 
engage in the insurance business in all 
states of the United States and in Can- 
ada, it would be necessary to have $600,- 
QOO in stock and surplus. The stock will 
be sold at $50 a share, $25 to be applied 
to par value and $25 to surplus. 
National and International 
Unions are limited to 800 shares, 
unions and other forms of trade 
organizations to 8&0 shares, individual 
trade unionists to 10 shares. Earning 
are limited to 6 per cent per year on 
both capital stock and surplus. It not 
only intends to write the regular forms 
of insurance, but also group insurance. 


applica 
reserve system and 
thereunder have de- 


Insurance Co. 
law of Mary- 


Trade 
local 


unlot 


Appeals for Subscriptions 

Mr. Woll concludes his article 
lows: 

“The need of the hour is to secure the 
necessary capital and surplus to enable 
the Tr ade Unions of the United States 
and Canada to provide insurance for and 
on behalf of the trade unionists, the 
wage earners, their familics and depen 
dents. Let us demonstrate that we as 
photo-engravers are as keenly alert and 
responsive to this call as all other trade 
unions and trade unionists. Subscribe 
now!” 


as fol 


Connecticut General News 
Hartford, Conn. 





If a Client of Yours 
Gets Hurt 


Will he thank you for a substantial 
weekly income from accident insurance ? 


Or will he thank somebody else? 


Or nobody at all—because nobody fully 
looked out for his needs? 


Accident contracts sell easily, serve 
well and bring additional business from 
satisfied benefit claimants. Write for our 
Accident Selling Kit. It will help you 
vet your share of this ‘satisfactory and 
profitable line. 


Connecticut 
Company, 


General Life 
Hartford, Conn. 


Insurance 
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GREATEST 
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Your Prospect’s Future 
Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. Sell this contract: 


Any natural death 


ST TO RR OT ee $5,000 
Mf er eer er re 10,000 
OTE IEY CRU OIEEE CROUID io 6:50: 6soa as Koss se cee ceawe's 15,000 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 


sive agent and we invite you to give serious consideration to the United 
Life “Policy You Can Sell.’ 


There may be an opportunity in your town. Our Vice President, Eugene 
E. Reed, will tell you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire INQUIRE 











—) 








power of appointment of sub- 
agents. 
The State of West Virginia, Vir- 


ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 











WANTS GOOD MEN 
AND 
WILL PAY THEM WEL 








The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 
ll forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 
Give Agents Unusual Money-Making Opportunities 


Officers 

Geo. T. Smith, Vice-President E. J. Heppenheimer, President 
Chas, F, Nettleship, 2nd Vice-President 

Home Office—Jersey City, N. J. 








E. C. Wise, Treasurer 
S. R. Drown, Secretary 
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C.. B. 
the 4 ! 
of Assurance Society in 


Metzger of 
Kquitable Life 
Estates Western Pennsyl- 
vania, is quoted in 
the Philadelphia “Public Ledger”  rela- 
tive to and their depreciation. 
The article in part follows: 

“In Allegheny County, Pa, of all 
adults dying in 1921 and 1922, nearly 70 
per cent. left no estates to he settled 
But the tendency of the times was 
shown by the fact that while twenty-five 
years ago nearly 11 per cent. of the 
decedents left estates, the number had 
risen to more than 30 per cent. during 
the year 1921-1922. 

“An examination of more than 500 es- 
tates in Allegheny County showed fur- 
ther that more than 30 per cent. of them 
were worth less than $1,000 gross, a sum 
so nominal as to be almost invariably 
wiped out by the cost of settling the es- 
tate; more than two-thirds of the estates 
scale under $5,000; more than four-fifths 
were less than $10,000 and only 18.88 per 
cent of the group amounted a value of 
$10,000 and over. 

“Two principal factors entered into the 
settling of every estate: 


estates 


“Depreciation or shrinkage. 

“Insufficiency of liquid assets to meet 
administrative needs. 

“Every estate suffers some deprecia- 
lion in the process of settlement or ad 
ministration no matter how carefully its 
creator considers the post-mortem prob 
lems that will arise for the very 
event of death creates certain problems 
that do not confront the estate while its 
owner lives. It might be said with 
grim humor that no one knows what he 
is worth until several years after he is 
dead. 

“The shrinkage of an estate is made 
up of debts, administration expenses and 


taxes. This depreciation varied 
from 18 per cent. in large estates of 
$100,000 to more than 38 per cent. in 


small ones of $2,500, where any depre- 
clation is apt to work real hardship on 
the heirs. 

“In a study of nearly 7,000 estates, ad- 
ministered in forty-five counties of sev- 
enteen different states, debts were shown 
to be the chief item of depreciation in 
small estates up to $10,000, where ap- 
proximately 20 per cent. of the gross 
value left is lopped off to meet liabil- 
ities existing at the time of death. 

“Administrative expenses likewise made 
heavy cuts in estates up to $10,000, aver 








aging about 15 per cent. of the gross, 
while in estates of $100,000 and more 
they range from less than 6 per cent. 
to 2.5 per cent. 

“In the matter of taxes, however, the 
chief load fell on the larger estates. The 
figures gathered show that the most im- 
portant taxes affecting estates, the in- 
heritance or transfer taxes, reduce es- 
tates up to $100,000 only by 4.5 per cent., 
while in the case of larger estates the 
increased to 


percentages between one- 
fifth to one-quarter of the gross.” 
* * * 
Life insurance has 
Put This been taken—and is 
On taken every day—by 
Your Desk the biggest men in 


America. 
Life insurance is held by over thirty 


million good citizens throughout the 
United States. 
Life insurance is endorsed by the 


shrewdest business executives, the most 
prominent professional men, the leading 
clergymen, the press and all educational 
institutions. 

Life insurance is the greatest social 
service organized upon true business 
principles and producing real and visible 
results. 

Life insurance is your business. 

Keep this in mind when you speak to 
your next prospect, and let it be re- 
flected in every glance of your eye and 
every tone of your voice.—Fidelity Field 
Man, 


LOUIS LANE LEADERS CLUB 


Archibald R. Cassidy, Twenty-three 
Year Old Florida Agent, a Speaker; 
W. G. Fitting Also Talks 
Louis Lane, agency manager of the 
Kquitable Society, held the monthly 
meeting of his Leaders’ Luncheon Club 
at the Hotel McAlpin August 6. Over 
twenty men and women qualified for the 
club, and Mr .David Freedman led this 
group of underwriters with production 
for the month of July of $218,000 of paid 
business, written in more than eighteen 


cases. His production for the year is 
now $654,000. 

W. G. Fitting, superintendent of 
agencies of the Equitable, was the 


speaker of the day. He delivered an in- 
teresting address on “Home Office Prob- 
lems.” 

Mr. Lane delivered a surprise pack- 
age to the club in the form of Archibald 
Rk. Cassidy, the Equitable’s producer in 
Sarasota, Florjda. Mr. Cassidy’s hobby 








character and ability. 





The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 
LIFE, ACCIDENT and HEALTH INSURANCE 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 











is remembering birthdays 
them at the tip of his tongue at all 
times. Mr. Cassidy spoke on “The Dif- 
ficulties of Underwriting when 75 Miles 
from Your Manager,” and he told those 
present that they were very fortunate in 
having their manager in their office at 
all times, to help them with their prob- 
lems as they arise. At the close of the 
meeting, he drove off on his return trip 
to Florida. His production last year 
was over three quarters of a million, and 
he is now well on the way to the four 
hundred thousand dollar’ mark. He was 
in New York for only three days, but in 
that time wrote over $25,000 on binder. 
He is going on 23, and expects to write 
a million a year before his twenty-fourth 
birthday. 


and having 


TRAFFIC CENSUS OF N. Y. CITY 


Cooperating with the Transit Commis- 
sion and the Metropolitan Life, the De- 
partment of Health of New York City 
is making a traffic census of the city 
for the purpose of obtaining data that 
will be used in formulating recommenda 
tions to facilitate the transportation of 
employees to and from their business 
under conditions. The census is 
to be conducted so that in certain areas 
of the city the census will be taken for 
all of the firms in entire buildings while 
in other areas where certain industries 
are concentrated the census will be taken 
for the industries in the area. 


safer 


WILLIAM H. BURNS 


William H. Burns, one of the best 
known agents of the Massachusetts Mu 
tual Life, and operating in Atlantic ( ity, 
has been ill since March 7 and will not 
return to his office for another month. 
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| illustrated. Price 3.50. By mail, $3.65. 
| D. APPLETON 


How 
Advertisements 


Are Built 
By GILBERT P. FARRAR 
Shows just how ads are planned and 


then put into type or pictures. Fully 


AND COMPANY 
35 West 32d Street, New York 























AGENTS WANTED 


for an established live-wire New 
Jersey State Agency of an old-line 
life insurance company; liberal con- 
tract, leads and assistance given; 
give full particulars in absolute con- 
fidence. Address: 

Box 1045 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 
















































~ Life Insurance Renewals 











Bought from Reliable 
Agents and Brokers 


Write for appointment to 
Box 1047 Eastern Underwriter 
86 Fulton Street, New York, N. Y. 




























NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 



































understand and to construe. 


knowledge of experience. 
Benefits—under new provisions. 


Company. 


Offices. 


to men and women. 


the times. 


34 Nassau Street 








DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, 
never slow, never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 
The record and progress of The Mutual Life have been distinctive, 
and the notable changes and developments now marking its history in 
meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 


_ Policy contracts completely revised in 1925. New contracts attractive 
in appearance, phrased in every-day language “easy to read,” easy to 
They contain all the old provisions 
justified by experience and all the new warranted by science and by the 
Improved Disability and Double Indemnity 


The Company writes all standard forms of insurance. 
Age limits, 10 to 70, inclusive. 


A Company conservative for entire safety, but forward-looking and 
forward-moving in accord with the new spirit and new demand of 





Salary Deduction (allotment) Plan of insurance now written by the 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale in 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency 


Same terms 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 


of New York 


New York City, New York 
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D. OF C. LIFE UNDERWRITERS 


Hold Monthly Meeting in Hotel Raleigh, 
Washington; J. A. Fulton Makes 
Stirring Address 

The regular monthly meeting of the 
District of Columbia Life Underwriters 
Association was held this month in the 
form of a luncheon yesterday at the Ho- 
tel Raleigh, Washington, te oe 

After the report on the progress of 
sending a large delegation to the Na- 
tional Association convention, which will 
be held at Atlantic ( ity, N. ae Septem- 
ber 15-17, was made. James A. Fulton, 
vice president of the Continental Life 
of Wilmington, gave a stirring address 
on “The Making of a Salesman.” 

A number of new members were elect- 
ed to the association and it was an- 
nounced at the mecting that owing to 
the National Association convention next 
month, the September monthly meeting 
of the association will be omitted. 


72 YEAR OLD AGENT 


Andrew Case of Boston Leads Union 
Central Producers for Month of 
July with $305,000 


Andrew Case, of Boston, Mass., one 
of the Union Central’s oldest agents, led 
the personal producers of the company 
for the month with a paid-for total of 
$305,000. Mr. Case is 72 years old, and 
although advised by his physician not 
to “work too hard” during the summer 
months, managed to outstrip many of 
his younger competitors in the race for 
business. All records for July paid-for 
business were broken by the Union Cen- 
tral Life Insurance Company of Cincin- 
nati when the company’s agents settled 
for $15,707,911 during the month just 
closed. 


CONNECTICUT FIGURES 

Thirty-seven life insurance companies 
doing business in Connecticut during 1925 
reported an increase in aggregate pre- 
mium income of $214,151,360,00 in a year, 
while their total income increased $274,- 
268,486.00, according to a report sub- 
mitted to the governor by State Insur- 
ance Commissioner Howard P. Dunham. 

Policyholders were paid $1,079,586, 
025.00 by these companics during the 
year, an increase of $18,148,530.00 over 
the amount paid in 1924. Companies 
with home offices in Connecticut, of 
which there are six, paid $89,039,578.00 of 
this total 


W. H. BOOTH TO SPEAK 

Willis Hl. Booth, vice-president of the 
Guaranty Trust Co., and formerly pres- 
ident of the International Chamber of 
Commerce, has accepted an invitation to 
address the International Association of 
Life Underwriters’ convention which will 
take place at Atlantic City in September. 
He will speak at the first regular session 
and his subject will be, “Life Insurance 
and Economic Progress.” 


ON THE MEND 
Dr. Claude Moore, medical examiner 
at Roanoke for the Mutual Life of New 
York, is convalescent following a sur- 
gical operation for removal of his ap- 
pendix. 


. 

New Partnership 
(Continued from page 3) 
insurance and he would devote most of 
his time to the office end of the busi- 
ness. He said that the desire was to 
build up a progressive agency with men 
who are professional agents—that is, the 
type who can talk any kind of insurance 
to any kind of client, no matter how 
influential or powerful in the city’s great 
affairs. Affiliations will be made with a 
number of new agents with an emphasis 
possibly on the younger men of college 
type who will be able to write business 
and income insurance with intelligence. 
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NEW GROUP SUPERVISOR 


Benjamin H. Dobbin Appointed by Trav- 
elers in New York; George McManus 
Transferred to Chicago 

The Travelers announces the assign- 
ment of Benjamin H., Dobbin as group 
supervisor for the greater New York dis- 
district. George McManus, field repre- 
sentative, group department, has been 
transferred to Chicago to assist in group 
insurance production in that territory. 

Mr. Dobbin is a graduate of New 
York University and joined the Trav- 
elers’ forces in 1919 as special repre- 
sentative of the group department. He 
has served in the New York office and 
at the Chicago and Montreal branch of- 
fices, and has been assistant and asso- 
ciate manager at the Hartford branch. 
In 1925 he was promoted to the home 
office agency staff as group supervisor 
for eastern United States and Canada, 
and his experience at the home office 
has fitted him to assume jurisdiction 
over the company’s group activities for 
Greater New York. His headquarters 
will be at 55 John Street. 

_ J. Burton Scanlan, who has acted as 
ficld assistant at the Twenty-third Street 
office, life and accident departments, has 
been advanced to the post of manager. 
The appointment is effective August 16. 











SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 
































A Great Growing Company 








force | 


Organized in 


surance. 


it and 
youngest. 


service and liberal 


Life’ - 








HE Missouri State Life 
Insurance Company has 
just passed the Six Hun- 
dred Million mark in the 
amount of its insurance in 


1892, 
was 24 years reaching its first One 
Hundred Millions of outstanding in- 
In the past ten years it has 
added a half billion dollars to that figure. 


Standing 19th among the 348 Legal 
Reserve Life companies of the United 
States, the company is less than half 
as old as some of the companies above 
13 years younger than the 


Progressive ideas, prompt, efficient 
treatment of its 


A great Company daily growing greater 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident - 


representatives and policy- 
holders, are some of the 
principal reasons for this 
remarkable growth. 


Now, over 


Six Hundred 
Millions! 


Agency contracts of the 
Missouri State Life are unusually at- 
tractive and enable the Agent to build 
a well rounded and profitable business. 


Through its multiple line of Life, 
Accident and Health, and Group in- 
surance, the Company offers its rep- 
resentatives three opportunities for 
success instead of one. 


With its Home Office in the center of 
the United States and Branch Offices in 
28 of the larger and more important 
centers, the Company is enabled to 
render prompt service to all sections 
of the country. 


the Company 


Home Office, Saint Louis 


Health  - Group 
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Haley Fiske Writes 
Article in “Collier’s” 


IT’S ABOUT HOUSING PROBLEM 
What Metropolitan Has Done In Build- 
ing Apartments Which Furnish 
Low Rents In Comfortable 
Surroundings 
Haley Fiske, president of the Metro- 
politan Life, has written an article for 
“Collier’s Weekly” in which he tells what 
the Metropolitan Life is doing as a home 
builder, making cheaper rents possible. 

In the article he says in part: 

“It is my purpose in writing this arti- 
cle to announce that the Metropolitan 
Life Insurance Company has many mil- 
lions of dollars that it will be willing to 
lend upon approved projects, at 5 per 
cent. interest, up to two-thirds of the 
value of buildings, under proper condi- 
tions, to builders of low-rental apartment 
houses with monthly rents ranging from 
$9 to $12.50 a room. 

“This offer is made possible by the 
terms of a new housing law which has 
just been passed in the state of New 
York and is applicable such 
And it can be extended 
only, of gourse, in those states which 
pass laws similar in effect to the New 
York law. It is my opinion that this 
new law, devised in the main by Gov- 
ernor Alfred E, Smith of New York, 
marks the first step in wiping out the 
disyraceful tenement conditions in our 
vreat cities. | believe, thanks to this 
law, that we may put a red circle around 
1926 as the year in which Americans 
learned how to do away with slum tene- 
ments. ; : 

“This law makes it possible for finan- 
ciers to lend money profitably for the 
building of low-rental apartment houses 
that will crowd the old tenements out of 
existence. 

“We turned our attention to housing, 
as | have said, because if there is any- 
thing closer to the lives, health and hap- 
piness of Americans than housing the 
experts in this company have not been 
able to discover it. 

“Two years ago we built fifty-four 
apartment houses in three different lo- 
cations in the borough of Queens on 
Long Island, N. Y. These houses ac- 
commodate 2,125 families. To build 
these houses cost (with the land) $7,- 
500,000. They were built on large plots 
of land. Large plots are necessary, for 
such building must be the result of mass 
production. The apartments were 
snapped up like hot cakes. 

“The rent? It is only $9 a room, with 
heat, hot water, and janitor service 
thrown in. Small dining alcoves next to 


only to 
transactions. 


the kitchen rent for $6.75 a month. No 
rent is charged for bathrooms. We have 


three, four, and five room apartments. 





There are no buildings better built in all 
New York. 

“What kind of people live in these 
apartments? Here are some figures: 
mechanics, 69; salesmen and saleswom- 
en, 166; accountants, clerks, and secre- 
taries, 508; city firemen, 61; policemen, 
73; plasterers, 32; laborers, 79; postal 
employees, 31; nurses, 15; teachers, 11; 
factory workers, 31; telephone oper- 
ators, 28. They pay less rent than they 
would be paying in the crowded tene- 
ment districts of New York City.” 


P. D. GURNEE DEAD 

Paul 1. Gurnee, for twenty-one years 
assistant actuary of the Wisconsin In- 
surance Department, died at his home 
Friday, August 6, after a lingering ill- 
ness. 

Mr. Gurnee was 55 years of age. He 
graduated from the law department of 
the University in 1891. He was active 
as an actuary on the department until 
four months ago when ill health com- 
pelled him to relinquish his work. His 
actuarial work brought him in contact 
with the management of large insurance 
companies in all parts of the country 
and he was recognized as one of the 
most popular and most efficient examin- 
ers of the department. 


TWO MAYORS HELP DRIVE 


Dallas and Houston agencies of the 
Southland Life Insurance Company led 
by the mayors of the two cities, soon 
will lock horns in a contest to deter- 
mine the respective wealth of the Texas 
municipalities, according to information 
made public Saturday, July 31. 

Mayor Holcombe of Houston recently 
challenged Mayor Blaylock of Dallas to 
vive proof of the latter city’s prosperity 
by entering a life insurance contest as 
the captain of the Dallas agency. of the 
company, while Mayor Holcombe would 
command the local agency. 

The challenge was accepted by the 
Dallas mayor. 





ZIMMERMAN ON VACATION 

Charles J. Zimmerman, secretary of 
the Life Underwriters’ Association of 
New York, is spending a vacation of ten 
days at Hanover, New Hampshire. He 
expects to play lots of golf. He also 
plans to visit Dartmouth College, his 
alma mater. 

LOVELACE IN OKLAHOMA 

Griffin M. Lovelace, well-known insur- 
ance instructor, arrived this week in 
Oklahoma City where he will conduct an 
insurance class. 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 

















Do you like to get 


Triangle 7560 





Your money back with interest? 
The Life Income policy does the trick 
Write it in the Aetna 


Call 
GRAHAM and LUTHER 


176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 




















THE UNITED STATES LIFE INSURANCE COMPANY 


ORGANIZED 1850 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 


105-107 Fifth Avenue 









IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 


HOME OFFICE 


New York City 



























PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


proposition. 
Address, 


Care of The Eastern Underwriter, 86 Fulton Street, New York City 












PERMANENT, 




































WANTED ASSISTANT MANAGER , 


Agency for leading New York company wants experienced Life man with 


proven ability as producer to assist with organization work. This position 
offers unlimited possibilities. 


dence. Salary 










ies. Communications considered in strict confi- 
and commission. Address all details to 


BOX 1044 


THE EASTERN UNDERWRITER, 
86 Fulton Street, New York, N. Y. 



























Insurance in Force 
Increase over 1924 


New England Mutual Life Insurance Co. 


BUSINESS OF 1925 


New Insurance................. ithiwnnd $117,647,000 
a es. $13,691,000 


















Five Sess ksedeknegeel $857,429 816 
(hitemedeginapebaeedeneees $76,344,849 





Boston, Mass. 




























ONWARD MARCH—1925 


1924 
1925 


BANKERS LIFE COMPANY 














Total of Paid-for Business 
$134,242,954 
157,045,211 





G. S. NOLLEN, President 
Des Moines, Iowa 























75th ANNIVERSARY 


Seventy-five Years of Service to Policyholders 
N 


Berkshire Life Insurance Co. 

















Celebrating 


DIAMOND JUBILEE YEAR c 
New Policy Forms | 
ew Added Features to Our Policy Contract 








Incorporated 1851 


PITTSFIELD, MASSACHUSETTS 
F. H. RHODES, President 
OPENING ALWAYS FOR RIGHT MAN 


saan 
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Q L 
The first great problem with, which the human race forever struggles is how to live as long as possible. 3 Ai 
To live at all humanity must fight disease, from birth. -_ 
Oll 

The advance made into the terrain of this common enemy in recent years, chiefly through discoveries in pure science. Uni« 

makes a story more thrilling than Stanley’s journey across the Dark Continent, more romantic than Amundsen’s _ Tt 

flight over the Top of the World. , cll 
Whatever science is now saving through a better longevity has hitherto been waste, but a waste mankind in the mass could not | ney 
control; it could however and, in a limited way, now does, avoid ulter waste through co-operation. rem: 

rest 

Outside of disease there are other enemies to be overcome. mit 
1” 

Amongst these enemies are: Pe 
possil 

Ignorance; pe 

War; oon 

Bad Sociological programs; ing p 

Lack of a proper sense of individual responsibility ; shoul 

Lack of appreciation of the value of human life, the only real value in the world. tire 

father 

ALL THESE ARE CONTROLLABLE ENEMIES incom 
° ° ° ° ° vocke 

The battle of science against disease helps; it lengthens life, but does not solve the problem. ling. 

The battle against the controllable enemies is the great current, always present battle. any 0 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of waste. in’ 

Human life, the only real value, is now constantly snuffed out by its controllable enemies leaving liabilities and | even 
not assets. Intelligent co-operation can prevent that. |! gi 

Every life is an asset to everybody if it is not wasted. pee 

War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadlier foe than war. icles 

. ‘ : ; — : ‘ P life | 

Premature death from disease, which happens in spite of all scientific knowledge, is without a specific plan to are 
meet it, sheer waste. col 

at 

Premature death from war not only destroys values and disrupts life plans but leaves debts for other people to nn 
pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less burdensome. deatl 

Premature death from any cause usually means helpless wives and mothers, children either half educated or edu- Af 
cated in crime, all at the expense of society. life. 

The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer, liquidates liabili- sige 
ties and gives children a chance. - 

yero! 

While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in business, the blunders vel 
of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens imposed on society by the lazy and desir 
the incapable, Life itself (individuals, men, women, children) must, in order to preserve its great but fugitive value, organize a 
intelligently ; it must express itself in current values, must through co-operation translate itself into bonds, mortgages, real Polic 
estate and cash. That sounds materialistic; but there is other even partial equivalent for the intangible personality which, Ace 
living, is of immeasurable value and eliminated without a program which in part replaces it, becomes worth less than nothing. a 

; 30. 

How to do all that as against both kinds of waste, the controllable and the uncontrollable? 40020 

Did you say Life Insurance? eae 

Of course you did. — 

LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
STOP WASTE. 

IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. 

Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, first in its 
— against life’s enemies, first in its correction of maladjustments, first in eliminating waste, almost first now in its accumu- ; 
ations. | 

i 

Ask at one of our Branch Offices about this Company. Learn how you can eliminate waste, how you can serve 

yourself and your neighbor as well. 
NEW YORK LIFE INSURANCE COMPANY 
DarWIN P. KINGSLEY, President. 
| | 
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New Policy Called 

“The Period Protection” 
ISSUED BY UNION CENTRAL 
Good Coverage Ue. oe Age 65 for Men 


Dependent at a Lower Cost Than 
Ordinary Life 





Announcement of a new contract to be 
called the “Productive Period Protection 
Policy’ was made this week by the 
Union Central Life. 

The Productive Period Protection Pol- 
icy provides double protection for the 


insured up to age 65. In other words, a 
policy will provide insurance of $10,000 
c 
for that amount up to the age of 65, and 
remain in effect for $5,000 during the 
rest of the life of the insured. The pre- 
mium remains the same throughout life. 
The company says: 

Until now the rate for insurance covering an 
entire life time has in many cases made it im- 
possible for the head of the family to carry 
that amount of protection which his loved ones 
should have. The new contract now makes it 
possible for a man with a moderate income more 
completely to protect his family during his earn- 
ing period. 

In event of death before age 65, the father 
should leave funds large enough (1) to educate 
his children (2) provide an income for the en- 
tire family. In event of death after 65, the 
children will have become self supporting, The 
father need leave only enough to provide an 
income for his wife. Therefore the new policy 
fits the need of many American homes to the 
pocketbook of the head of the family, by doub- 
ling the amount of protection before age 65 and 
issuing it at a lower rate than can be quoted on 
any other plan. 

The policy will be issued only at ages 
15 to 45, both inclusive, for insurance in 
event of death before 65 of not less than 
$5,000. Double indemnity benefits to age 
65 and the usual disability benefits may 
be attached to the policy. The policy is 
participating, and the usual dividend op- 
tions are offered. Dividend additions, 
being ealculated on the regular straight- 
life basis, remain the same for life, and 
are not reduced if death occurs after 
age 65. The amount of extended insur- 
ance (if there is no indebtedness) is the 
face amount payable at death if before 
age 65, and one-half of that amount if 
death occurs after 65. 

The Rates 


After the policy has been in force five 
vears, it may be changed to an ordinary 
life, limited payment life, or endowment 
policy on the payment of the difference 
in cash values. No medical examination 
will be required if the change is made 
before the insured attains age 60, unless 
the changed policy is on the continuous 
instalment plan, or disability benefits are 
desired. 

Following are illustrations of the rates 
for the Productive Period Protection 
Policy: 

*Dividend Net Cost 


Ace Premium First Year First Year 
ee 151.4 $40.50 $110.90 
ee 165,40 43.00 122.40 
Es hive webs 182.80 46.10 136.70 
ES Pres 205.20 ° 49.50 155.70 
ee 234.00 51.50 182.50 
seek saan 271.60 53.70 217.90 


*Not guaranteed. 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to at apa 
with premiums payable annually, semi-annually or quarterly, and INDUSTRIAL 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 


ROAD Wace ccctvevctceccecesecces atetactevadceae secede acneee eeeee $46,562,667.40 
DMO hc Bcc cucea ce cee ceedendcdeenwds Gu cdcyeeceouceébandeadboune 39,940,092.25 
Capital and Surplits....cccccccece Vedsadeckectacesdevscaseuaccsenaces 6,622,575.15 
WRRMNIOEE TH BONED icc acend dere cacdccdccsedddecccceccdecccecacees 292,834,191.00 
PUsmeete 10 POM WNOR on oc nans cas cdcdcccaccncsecccccnedeaceweces 3,392,156.76 
Total Payments to Policyholders Since Organization....... eocece eee 39,176,371.91 


JOHN G. WALKER, President 














Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. They conceived an organization that 
would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 

During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts Organized 1851 














HERE’S WHY 


Recently we asked a successful Equitable Life of Iowa agent what 
one thing about the company was the most helpful to him in his work. 
His reply was, “The Company’s conservative business policy.” He said, 
“Conservatism has given the Equitable Life of Iowa a national reputa- 
tion for absolute stability and has made possible the outstanding accom- 
plishments that have made it preeminently a quality Company.” 


The Equitable Life of Iowa takes pride in holding this esteem of its 
agents and welcomes new agents of high caliber who will appreciate the 
integrity and soundness of this institution. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 

















THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 


Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 














Institute of Actuaries 
of Great Britain 


HAD ITS ORIGIN IN YEAR 1847 





Works In Close Harmony With Faculty 
of Actuaries of Scotland; Gov- 
ernment Recognition 





Since the founding of the Institute of 
Actuaries which dates back to 1847 the 
organization has done _ considerable 
amount of research into the problems 
which arise almost daily in the insurance 
business. The membership consists of 
Fellows and Associates, and honorable 
foreign and corresponding members. 

The principal public activity of the In- 
stitute is in the discussions which are 
held in the winter and spring meetings. 
Papers are read on subjects of general 
interest to actuaries and to the whole 
world of insurance. Many most valuable 
points of departure have been made and 
important papers and discussions do not 
represent the whole of the work done. 
One of the most important developments 
in the calculation of mortality tables from 
time to time, cither by the Institute act- 
ing alone, or in harmony with the Fac- 
ulty of Actuaries in Scotland. These ta- 
bles are the final authority on all such 
matters. The recent calculation of new 
annuity tables is another instance of the 
valuable work which is done by mem- 
bers of the Institute acting in the com- 
mon cause. 

William Morgan a Pioneer 

The first resident actuary to be ap- 
pointed was the famous Wm. Morgan, 
who became actuary of The Equitable 
in 1774, and devised the bonus system of 
th old Equitable which kept that institu- 
tion in the front rank. Even today, after 
the lapse of more than 150 years, the 
memory of Wm. Morgan is kept green 
by the principles he laid down as a guide 
for his successors. 

The government recognized the pro- 
fession in 1819 by appointing John Fin- 
laison to the office of actuary to the 
Commissioners of the National Debt, and 
in the same year an Act of Parliament 
laid down that the tables and rules of all 
Friendly Societies should be approved by 
two persons at least, known to be profes- 
sional actuaries, or persons skilled in cal- 
culation. 

The Institute keeps growing stronger 
and stronger in spite of the increase of 
the difficulty of the examinations, which 
have to be passed to attain membership, 
and its members are gradually spreading 
out and covering wider ground than the 
limited business of insurance, limited only 
because so much of its science has al- 
ready been explored to the foundations. 








certain firms and their products. 


dispatch. 


BUYING OUT OF A BARREL 


Not so long ago the grocer sold most of his merchandise out of barrels. He 
sells trade-marked packages now. He has definite reasons for believing in 


The Life Insurance agent once peddled policies. He talked against all 
other companies on general principles. 

The counsellor has come into the field of life insurance selling. He knows 
why his company will deliver the goods according to specifications and with 


Because the Lincoln National Life trains its agents to act as counsellors and 
backs them-up with prompt Home Office service, they are sure that it.pays to 





Pennsylvania 








(CINK UP (wis tHe Q)LINCOLN) 














The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than $425,000,000 in Force. 














Fort Wayne, Indiana 
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The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 














THE EASTERN 
UNDERWRITER 


This newspaper is owned and its pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor. The 
address of the officers is the office of this 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


ANOTHER SOCIAL EXPERIMENT 
THAT HAS BEEN COSTLY 
European statesmen appearing before 
the Institute of Politics at Williamstown, 
Mass., in the discussion of world-wide 
affairs, occasionally make 
decided interest to insurance men 
was the talk of Dr. Alfred E. 


man, until recently Commissioner Gen 


speeches of 
Such 
Zimmer- 


eral of the League of Nations in Aus 
tria, appearing for the first time before 
an American public, and telling how the 
League saved Austria from falling into 
an abyss. What he said relative to so- 
cial legislation in Austria was of com 
pelling declared that 
the pay of the large number of civil 
servants in Austria and the pensions and 


importance He 


allowances of the others were a disturb- 


ing clement in that nation. 

Disclaiming any desire to abolish the 
social legislation in Austria, which he 
held to be the most advanced in Europe, 
comprising laws relating to health, sick- 
ness, insurance, old-age pensions and un- 
employment insurance, Dr. Zimmerman 
said it was a question as to whether in- 
dustry could bear the charges involved 
in such laws, which he maintained over- 
stepped the mark and injured the people 
for whose interest they were enacted. 

He explained that social legislation 
placed a heavy charge on Austrian in- 
dustry, which was placed at a disadvan- 
tage in world markets. By hampering 
industry, he asserted, this legislation has 
turned against the laboring classes and 
caused unemployment. 
withdrawal of 


Modification or 
these measures, he ar- 
gued, was not reactionary, but “an act 
of policy in the interest of labor itself.” 


WHY AETNA IS STRONG 


Company Under Conservative, Able and 
Aggressive Management, Says Prom- 
inent Stock Brokerage Concern 
F. B. Keech & Co., New York stock 
5,000 shares” of 
Aetna Insurance Co. stock at $525 per 
share. They say they consider this a 

“good buy” for these reasons: 


brokers, are offering 


1. Conservative, able and aggressive 
management. 

2. Yield of 4.57% compares very fa- 
vorably with the yield on the stocks of 
other fire insurance companies. 
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INJURES FOOT ON BOAT, DIES 


B. S. Walsh, Jr., Son of President Home 
Life Meets With Peculiar Accident 
Hides Injury From Party 
Basil S. Walsh, Jr., 25 years old, son 
of Basil S. Walsh, president of the Home 
Life, of Philadelphia, died at the Uni- 
versity Hospital in Philadelphia last Tues- 
day despite the strenuous efforts to save 
him after he had been severely injured 
when his foot became caught in the en- 
gine of a motorboat off the New Jersey 

coast last Sunday. 

Walsh was cruising when he slipped 
across the coupling. He lost much blood 
before his foot could be extricated. Al- 
though suffering considerable pain he hid 
his injuries from the other members of 
the party. 

When he landed on shore he was treat- 
ed by a physician, but his condtion became 
worse and he was rushed by special train 
to the hospital in Philadelphia where his 
foot was amputated. His condition grew 
worse and blood transfusion was resorted 
to but he failed to rally. 


KORNDORFER APPOINTMENT 


Record Breaking Agent Made New 
England Mutual Life General Agent 
For Bronx and Westchester 

Raymond L. Korndorfer, who some- 
time ago broke all existing records for 
writing business over a_ short period, 
totalling about $2,000,000, has been made 
general agent of the New England Mu- 
tual Life for the Bronx and Westchester 
Counties. 


VICE-PRES. OF STANDARD 

. W. Roebling, Jr, was this week 
elected vice-president of the Standard 
of Trenton to fill the vacancy caused by 
the recent death of Col. Washington A, 
Roebling. Mr. Roebling, Jr., is president 
of the John A. Roebling’s Sons Com- 
pany. At the same meeting of the board 
of directors of the Standard the action 
of the stockholders in increasing the 
capital to $1,000,000 was approved unan- 
imously. 


C. J. DONOHUE INCORPORATES 


Charles J. Donohue, who has been en- 
gaged in the real estate and insurance 
business for a number of years at 787 
West Side avenue, Jersey City, has in- 
corporated his business with a capital of 
$25,000 for the purpose of taking care of 
his fast growing insurance business. 
The incorporators named besides Mr. 
Donohue are Marguerite H. Brown of 
Jersey City and Mary H. Donohue of 
New York City. 


WITH TRANSCONTINENTAL 
T. E. Parker has resigned as special 
agent of the National of Hartford in 
Eastern New York State and will on 
September 1 become special agent of the 
Transcontinental, an affiliated National 
company. 


HUDSON CO. FATALITIES DROP 

Through the co-operation of the police 
and school authorities of Hudson Coun- 
ty, New Jersey, with the Safety Council 
of the county, there has been a decrease 
of twenty automobile fatalities of chil- 
dren in the county for the first six 
months of the year 1926, as compared 
with the same period of 1925. Another 
great factor in the decrease was the 
course for commercial drivers which was 
held last Fall at the Safety Council head- 
quarters. This course has proved so suc- 
cessful that it will be resumed next win- 
ter. 


R. C: TURNER INCORPORATES 

The Roger C. Turner Company, one of 
the largest general insurance agencies in 
Paterson, N. J., has incorporated with a 
capital of $25,000. The incorporators in- 
clude Roger C. Turner and Joseph L. 
McKenna of Paterson, and Howard B. 
Turner of Ridgewood. 
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HOWARD F. JOHNSON 


Howard F. Johnson, one of the bright 
young men in the publication division 
of the Travelers Insurance Co., has been 
made fire commissioner of East Hart- 
ford, Conn. A graduate of the East 
Hartford High School, and after some 
time spent in the editorial department 
of the Hartford “Courant,” he joined 
the Travelers. He has also written con- 
siderably for insurance papers. 

* * * 

A. H. Carmichael, who is agent and 
attorney in Tuscumbia, Ala., for the Fi- 
delity & Deposit, is running for Gov- 
ernor. _Mr. Carmichael is well versed in 
Alabama politics. In 1901 he was ap- 
pointed a delegate to the Constitutional 
Conference and served on the commit- 
tee which made the final draft of the 
present Constitution of the state. He 
was Speaker of the House in 1907 and 
1909 and aided in the passage of much 
of the famous legislation sponsored by 
Governor Comer. He was also speaker 
of the 1915 House of Representatives. In 
the passage of all laws relative to the 
advancement of school interests, Mr. 
Carmichael has taken an active part and 
he has done much to decrease the death 
rate and improve the health conditions 
in many of the rural districts in his 
state. He is a 32 degree Mason, a loyal 
churchman and an enthusiastic Sunday 
school worker. 

* * 

Charles McDonald, who represents 
the Fidelity & Deposit in Sioux Falls, 
is a fighter. His comeback in_ poli- 
tics after his defeat in the last 
election for Lieutenant Governor has 
surprised every one. It was generally ac- 
cepted that it would be the last heard of 
him in politics. But they were mistaken. 
He went down to his home county 
Minnehaha—and formed a so-called mi- 
nority ticket and was nominated for Sen- 
ator. Although a bitter fight was waged 
against him, he was nominated in the 
primary. The victory has brought him 
sharply to the front, and if he is elected, 
those in inner circles say that he will 
be a potential candidate for governor. 
McDonald’s ability to get along in poli- 
tics is demonstrated by the fact that he 
was Speaker of the House after he had 
served but one session, and that was in 
1924-1925. 

* * x 

H. P. Stellwagen, secretary and treas- 
urer National Bureau of Casualty & 
Surety Underwriters, is now at Indian 
Lake in the Adirondacks for a two 
weeks’ visit. 

















VINCENT B. COFFIN 


Vincent B. Coffin of Albany, who is 
sure to make his mark in life educational 
circles here, will arrive in New York in 
time to take charge of the New York 
University Training School which opens 
Monday, October 4. A. six-footer, and 
exceedingly magnetic, he is to succeed 
Griffin M. Lovelace, and his coming is 
awaited with interest as he will have the 
support of leading managers and general 
agents who have seen the good work 
he has done in training during the past 
few years. 

Mr. Coffin was one of the first gradu- 
ates from the Insurance Training Course 
viven at the Institute of Technology, 
Pittsburgh, many years ago, and has 
made good use of the training received 
there. A graduate of Wesleyan College, 
he is now associated with his father as 
general agent of the Provident Mutual. 
He is active in Life Underwriters As- 
sociation matters having been Secretary 
and Treasurer to the New York State 
Association for three years and Presi- 
dent of the Life Association since 1925. 
Last year he was asked by New 
York University to conduct a series of 
lectures on Life Insurance Salesman- 
ship, given under their auspices at the 
State Educational Building, at Albany, 
and during the summer of last year and 
again this year he is working under Mr. 
Lovelace in the Summer School at Roch- 
ester, Buffalo and Oklahoma City. 


NEW DISABILITY CLAUSE 

Effective August 1, the Union Central 
Life Insurance Company of Cincinnati 
put into operation a new _ Disability 
Clause which embodies more liberal ben- 
efits to the insured. At the same time 
a new schedule of disability rates was 
put into effect somewhat 
the old premiums. 


higher than 
The new clause will 
provide that if disability has existed con- 
tinuously for not less than three months, 
even though it is not necessarily perma- 
nent, benefits will commence to be paid 
at the end of that period. Where it is 
obvious that the disability has been to- 
tal and permanent from the outset, the 
benefits will be paid from the inception 
of the disability. It is believed that this 
clause will be much more satisfactory 
than the one in use heretofore, and will 
climinate the disappointments that were 
unavoidable in the old clause. This will 
necessarily require a material increasc 
in the rates, which in any case had been 
found to be inadequate even for the 


limited benefits to which they applied. 
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Question of Agents About 
Aviation Cover Answered 


The entire current issue of “Human 
Relations,” published by the Independ- 
ence Indemnity and the Independence 
Fire, is devoted to the subject of avia- 
tion insurance which those companies are 
now writing. Among the material some 
valuable information for agents is print- 
ed relative to both fire and casualty avia- 
tion coverage . A. B. Roome, vice-presi- 
dent of the Independence Fire, wrote 
the answers to the fire questions, and 
Stanley G. Martin, second vice-president 
of the Independence Indemnity, the an- 
swers to the casualty questions. The fol- 
lowing are the fire questions and an- 
swers: 


[ have read your prospectus regarding 
Aviation Insurance and would like to 
know more about the coverage under the 
new “All-in-One” Aviation Policy and 
what is required of the agent to obtain a 
vale quotation. 
Well, in the first place we must have our 
special application (also called proposed 
form) completely filled out, giving all 
particulars of the aircraft and the pilot. 
This is extremely important and a final 
answer regarding the acceptance ol any 
risk or the rate applicable thereto cannot 
be given until every question is answered. 
The questions should be answered briefly 
but to the point as they subsequently he- 
come “warranties” attached to the Policy. 
If it is felt that the Company should have 
any further information not provided for 
by the application form, it should be 
covered in a letter accompanying the ap- 
plication. We cannot impress upon you 
too strongly the necessity of complete re- 
plies to all questions on the application 
form; needless delay and correspondence 
will be obviated by following this practice. 
What coverage is assumed by the Fire 
Company under the “All-in-One” Avia- 
tion Pohtey? 

Fire and Transportation hazards, Acci- 
dental Damage, Tornado and Windstorm, 
and Theft. 

Does the Fire section of the Policy cover 
the aircraft both during flight and while 
it is housed ? 

Yes, from fire arising from any cause 
whatever, including lightning; and also 
while being transported on land and in- 
land waters. Or the coverage may be 
limited to apply only during flight or un- 
der all circumstances except during flight. 
The Transportation hazard coverage is 
new to aircraft insurance and_ protects 
the aircraft against inland marine hazards 
during transportation under other than 
its own power. 


— 
Just what do you mean by Accidental 
Damage? 
Damage resulting from accidents of an 
external nature, arising during flight or 
any attempt thereat. This section of the 
Policy covers the aircraft while taking 
off, against collision in the air with an- 
other aircraft and while landing, by con- 
tact with the earth or water or any ob- 
ject either moving or stationary. The 
policy excludes mechanical breakages but 
loss resulting from an accident caused 
thereby would be covered. 


I suppose the Tornado and Windstorm 
coverage is intended to protect the atr- 
craft when not in flight—is that correct? 
Yes, as the wind hazard is a natural one 
lor an aircraft to encounter when in the 
air, and loss resulting therefrom’ during 
fight would be covered under the Acci- 
dental Damage Section. 


Suppose a building in which an aircraft 
's stored should be blown down and a fire 


result therefrom and burn the aircraft— 
would it be covered? 

The section of our Policy applying to 
‘Vornado, Cyclone or Windstorm contains 
what is familiarly known in the fire in- 
surance business as the “Bridging. the 
Gap” Endorsement which covers result- 
ing fire loss following the collapse of a 
building. This we believe is also some- 
thing new in aircraft coverage and should 
make an appeal to the owner seeking com- 
plete protection. 


I notice the Policy covers Theft, Robbery 
or Pilferage. While I suppose the chances 
of an aircraft being stolen are fairly re- 
mote, the danger of theft of parts, acces- 
sorties and navigational instruments must 
be very real. Hlow does the Company 
protect itself against the petty thievery? 

The Policy contains a “Twenty-five 
Dollars Deductible’ Clause applying to 
navigational instruments, This is not a 
burden upon the insured and without such 
provision the small losses would eat up 
the low premium obtained for Theft cov- 
erage. There have been several cases of 
airplanes being stolen and flown out of 
the country. 


I notice the Policy does not use the term 
“constructive total loss” appearing in the 
policies of some foreign insurers. In 
what way is this feature taken care of 
and just what does the term mean? 

Without using the term this feature is 
taken care of by the manner in which the 
clause “Any loss or damage unless the 
cost of repairing the damage...... shall 
exceed...... per cent of the estimated 
present value of the aircraft” is filled in 
on the Policy. The insured may carry 
full Accidental Damage insurance (less a 
nominal deduction of 10 per cent) or 
what you refer to as “constructive total 
loss”—a comparatively limited coverage. 
The insurance against “constructive total 
loss” is intended to meet the require- 
ments of owners who do not care to pay 
the larger premium for covering the full 
Accidental Damage and/or who possess 
special and extensive facilities for repair 
work. Such owners are more concerned 
in the insurance of the loss which would 
fall upon them in the event of the air- 
craft being a total loss, and a liberal in- 
terpretation is placed upon the term “a 
total loss” by defining the amount of the 
damage which will constitute a total loss 
as a definite percentage (to be arranged) 
of the total insured value of the aircraft. 
The requirements of most owners are met 
by a policy under which the value of the 
aircraft at the time of the accident, less 
the value of the salvage, is paid, pro- 
vided the cost of the repairs exceeds 85 
per cent of the insured value of the air- 
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craft. By varying the percentage upon 
which “total loss” is based it should be 
possible to meet the individual ideas of 
any owner. Of course, the higher the 
percentage the lower the rate. 


You have told me what the Policy covers 
—I would like to know what it does not 
cover; in other words, what are the ex- 
clusions ? 

Well, the Policy does not cover wearing 
apparel or personal effects; or extra 
equipment not on the aircraft insured. 
The Policy has the usual clause exclud- 
ing loss or damage caused by invasion, 
insurrection, riot, etc. Loss or damage re- 
sulting from running an aircraft engine 
in the hangar or place of housing is ex- 
cluded; likewise loss or damage inciden- 
tal to the first flight of an aircraft; also 
loss or damage occurring during the use 
of the aircraft for purposes other than 
those specified in Schedule of Coverage 
of the Policy. Aerial acrobatics are pro- 
hibited under the Policy without special 
permission. Night flying is not covered 
unless specially arranged for. There are 
other minor exclusions which appear on 
the application form. 


I notice a wide range in the rates for in- 
suring aircraft. What are the principal 
features taken into consideration when 
naming a rate? 

Experience and record of pilot, type of 
aircraft, replacement and repair costs, 
nature of flying, geographical location of 
risk, amount of the deductible and, in the 
case of constructive total loss, the per- 
centage upon which total loss is based, 
management of flying operations are all 
important factors each one of which has 
a bearing on the rate of premium charged. 


I should judge from what you say re- 
garding the factors influencing the rate 
that only an expert flyer and practical 
aeroplane mechanic could qualify as an 
aviation underwriter? 

This is the way we feel about the matter 
and have therefore appointed as our ex- 
clusive General Agents for Aviation busi- 
ness, Messrs. Barber & Baldwin, Inc., 


‘Mr. Horatio Barber of that firm being 


an Aeronautical Engineer who began 
building and flying aircraft of his own 
design in 1908. He rendered distinguished 
service in the late war and has written 
numerous books on aeronautics, ‘That 
we may obtain the full benefit of Mr. 

Barber’s experience, we require that all 

Aviation risks must have his approval 

before being bound. 

I would now like to know something 

about the coverages assumed by the Inde- 

pendence Indemnity Company; I suppose 

Mr. Martin is the man to see about this. 

Quite right. There is no one more com- 

petent than he to answer questions re- 

garding all forms of Liability and Com- 
pensation Insurance. 
Indemnity Coverages 

What features of the Combination Avia- 

tion Policies will the Indemnity Company 

be interested in? 

(1) Workmen’s Compensation 
Employers’ Liability. 

(2) Public Liability for injuries and 
death to any person not employed by 
the Insured. 

(3) Damage to property belonging to 
persons other than the Insured. 


and /or 
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Established 1879° 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent ...... ... GEORGE Z. DAY, Asst General Agent 


U. S. Statement December 31, 1925 


ASSETS ‘ . ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 





. : . ‘ $7,400,761.92 
‘ ° : . 1,799,563.19 
. ° . ° 763,725.88 
: : . ° 4,837,472.85 



















































































Field men of The Home 


Insurance Company 
of New York are 
always at the call of 
Home agents when- 
ever and wherever 
they need assistance 
or advice. 
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(4) Accidental damage in some cases, 
and which for the purpose of making 
answer can be termed by most of us 
as Collision Insurance. 

Will you please explain to us as briefly 
as possible a few of the particulars of 
the coverage? 
The Workmen’s Compensation feature 
will be insured under the regular form of 
Standard Compensation policy. Where 
employers’ Liability Insurance only is de- 
sired in such States as come under that 
kind of law, the Company’s regular form 
of Employers’ Policy with full medical 
aid included will be used. 

What about the Ratings for Compensa- 

tion and Employers Liability? 

We must refer you to the Basic.Manual. 

The rates vary in accordance with the re- 

quirements and provisions of the various 

State Compensation Laws. You will fol- 

low in this class of risk the same rules 

involved in all Compensation risks with 
few exceptions. The Policy must cover 
the Insured’s entire risk. For instance, 

take the case of a manufacturer, or a 

transportation company,—the Policy must 

provide an estimated payroll, premium 
rates, and advance premiums for all em- 
ployes engaged in what we can call shop 
work or ground work and in the same 
manner the ground employes of the trans- 
portation company must be taken care of. 

For the flying operations by which is 

meant, work or hazard of flying, manipu- 

lating or piloting aircraft, or duties while 
in or upon aircraft under its own power, 
the rates are based not upon the payroll 

or wages, but so much per capita. A 

study of the Manual ruling will reveal 

the method used for short term employ- 
ments and the substitution of one flyer 
or pilot for another flyer or pilot. 

Does the execution of the application for 

the Compensation Policy vary very much 

from the ordinary Compensation risk? 

Not in case of the shop employes or 

groundsmen, by which is meant all those 

employed by the Insured and whose duties 
do not require them to be in or upon air- 
craft while in motion, But in the case of 


the flyers or pilots or all other employes 
whose duties do require them to be in or 
upon aircraft while in motion, the full 
name of the employe must be inserted in 
the application, together with their re- 
spective duties—such as John Smith, Pi- 
lot; Thomas Jones, Mechanic; Alfred 

Jackson, Photographer. And always be 

sure to insert locations of flying, espe- 

cially when more States than one are in- 
volved. 

Now as to the Public Liability and the 

Property Damage, will you please go over 

a few salient points in those features 

for us? 

While the Public Liability and other fea- 

tures of the Indemnity Company’s Policy 

may appear quite formidable to our good 
friends, they are as a matter of fact very 
simple when the principle of the coverage 
is grasped. In practice the features of 
the Liability Policy, although apparently 
much more involved are going to be 
found quite simple—much more so than 
is the Compensation coverage. Of course 

a study of the Policy when you receive 

the sample will tell the entire story of 

what the Policy will do—and, very im- 

portant—what the Policy will not do. 

We have an idea that the principle of 

coverage ought to be somewhat along the 

lines of automobile coverage. Is that so? 

Yes! It is, in principle. And you can to 

a certain extent use the automatic cover 

as a guide to what the Aircraft Policy 

will do. 

Please teli us in what respects it differs 

from the automobile cover. 

(1) The Aircraft contains no omnibus 
cover. It insures the named insured 
only. The reason for this must be 
obvious to you. 

(2) It does not cover an accident to any 
person or persons riding in or upon 
the aircraft such as a guest, or a 
pupil, or an employe of the Insured. 
The only person or persons who are 
covered while in or upon the aircraft 
are passengers—we mean fare-paying 
passengers, and then only when a 
specific premium or premiums have 











O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 














been provided in the Policy to in- 
clude the passenger hazard. 

(3) The Aircraft Policy restricts itself 
to cover only while the Aircraft spec 
to cover only while the Aircraft 
specified in the Policy is being flown 
or driven by a pilot designated by 
name in the Policy. The automobile 
policy is of course wide open in this 
respect. 

What is the scope of the Property Dam- 
age cover? 
Almost identical with the Automobile 
and the Teams cover, with the exception 
of the resultant loss of use. The Air- 
craft Property Damage does not include 
resultant loss of use of the object dam- 
aged. It covers only to the extent of the 
intrinsic value of the object damaged or 
its suitable repair or replacement, and 
within the limit of the Policy provisions 
inserted in the Policy. 

May we bind any aviation rsk for any 

one or all of the features of the Policy? 

NO! All cases must be submitted to 

Messrs. Barber & Baldwin, Aviation Un- 

derwriters of the Independence Com- 

panies, 30 East 42nd Street, New York, 
who have sole authority to bind for the 

Company. 

What rates are to be used for this class 

of risk? 

Ratings will vary according to make, 

types, designs, and other conditions. All 

rates for personal injuries, property dam- 
age and passenger hazards will be quoted 


upon submission of full and complete de- 
tails called for in Company’s application 
form. For Compensation and Employers’ 
Liability rates—see Basic Manual. 

They say you, yourself Stanley, would 
make a good aviator—you are so fond of 
going up in the air, but always land well. 
Is that so? 

Old Stuff—Yes! Yes! 


LEON A. WATSON, HUNTER 


New Jersey Rater Not Only Killed Game 
in Season, but Qualified for License 
As New Jersey Sportsman 

So many of the assistant game war- 
dens of William Street have written in 
to The Eastern Underwriter asking the 
circumstances of Leon A. Watson, New 
Jersey Rating Expert, killing game in 
the Adirondacks that this paper has 
asked Mr. Watson for some more de- 
tailed information. He writes in re- 
sponse: 

“Tam happy to say that not only were 
the deer killed in season, but I compli- 
ment myself upon the degree of honesty 
which prompted me to declare myself a 
citizen of the State of New Jersey, and 
pay $10.50 for the necessary license, 
which I fear is not always done, even 
by some of the non-resident Assistant 
Game Wardens.” 
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FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 
Organized 1855 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 8,536,871.80 


Net Surplus. . 3,586,660.11 
Assets ....$15,123,531.91 





Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. 
Mgr. 

Davis &. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


Girard F. & M. 


INSURANCE CO. 


of Philadelphia 

Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 3,213,098. 14 


Net Surplus. . 1,260,934.06 


Assets .....$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 
Mar. 
John A. Snyder, Secretary 
. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CoO. 
of Philadelphia 
Organized 1854 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital ....$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 2,575,127.95 


Net Surplus.. 1,000,362.98 


Assets .....$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 























H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


Mgr. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 


of Pittsburgh, Pa. 

Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 


Net Surplus. . 


3,751,385.75 
501,427.56 


Assets .... .$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 














LOYAL TO. FRIENDS, AND 


TO LOYAL AGENTS, LOYAL 
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2,000 Locals Report To 
This General Agency 


STORY OF CRAVENS, DARGAN CO. 


Concern Represents Fourteen Fire Com- 
panies, Ten Casualty Companies, One 
Life Company; Forming New Co. 





The general agency of Cravens, Dar- 
gan & Co., Houston, Tex., is the only 
one of its kind in Texas. In one 


yanization it provides a service which in- 


LS 


cludes insurance protection against prac- 
tically any risk to which man may be 
subject. The general agency represents 
fourteen fire insurance companies, two 
casualty companies and one life com- 
pany, and has nearly 2,000 local agents 
in Texas. The general agency has a 
premium income of almost $4,000,000 a 
year. 

The organization is divided into de- 
partments, each in charge of a specially 
trained head. The underwriting depart- 
ment was the first established by Mr. 
Cravens. Closely on its heels came the 
farm department. All farm business is 
written on the application plan and re- 
sults have been favorable to the compa- 
nies for more than twenty years. The 
premiums of the farm department now 
amount to half a million yearly. Shortly 
after organization of the farm depart- 
ment came the hail department. Hail 
premiums are erratic on account of the 
difference in crop conditions from year 
to year, but the hail premiums have gone 
higher than half a million in a single 
season. 


Early in Auto Field 


When automobiles were still a rarity 
the general agency started its automo- 
bile department; soon thereafter its cas- 
ualty department, both of which have 
shown substantial growth. There is also 
a life department, established eleven 
years ago, and a marine and _ special 
risks department to take care of such 
lines as rain insurance, floater and all 
risks policies, and unusual lines. 

The American Central of St. Louis has 
been represented continuously by Mr. 
Cravens since the establishment of the 
general agency, he being state agent for 
the company before starting the general 
agency. The St. Paul has been repre- 
sented almost as long and there is a long 
list of companies which the firm has had 
for fifteen years or more. There have 
been remarkably few changes in the com- 
panies represented, such changes coming 
about from outside influences, as change 
of control or retirement from business. 
Companies now represented are the Al- 
lied Underwriters’ Agency of Canton; 
American Central, American Equitable, 
Camden Fire, Detroit Fire & Marine, St. 
Paul F. & M., Eagle, Star & British 
Dominions, Firemen’s of Newark, Poto- 
mac, General Accident, Mercantile Fire 
& Marine Underwriters’ Agency, Michi- 
gan Fire & Marine, Minnesota Under- 
writers’ Agency, Union of Canton, New 
Amsterdam, Northwestern National Life. 


Organizes Life Company 


Due to peculiar life insurance condi- 
tions in Texas, the firm is now organiz- 
ing a life insurance company of its own. 
An investment law called the Robertson 
Law forced out most of the life insur- 
ance companies about fifteen years ago. 
The bulk of the life insurance compa- 
nies quitting the state were mutual com- 


panies, which has given opportunity for 
the formation and success of a large 
number of stock companies. 


The firm will continue to represent 
the Northwestern National, a mutual life 
company, and with its stock company 
will thus be able to carry out its slogan 
of “complete insurance service” for its 
many agents. 

Careers of James Cravens, J. R. Cravens 
and K. S. Dargan 


James Cravens, founder of the Cra- 
vens, Dargan & Co., business, began his 
insurance career forty years ago in 
Gainesville, Tex., as local agent for a 
small company. In those early days he 
solicited business over a radius of 100 
miles, even extending up into what is 
now Oklahoma, and was then known as 
the Indian Territory. 

From local agent he became special 
agent and then state agent and for eight- 
een years his experiences were such as 
to give him a full training in the insur- 
ance field. Sensing the future growth of 
Houston and its advantages as a point 
from which to carry on business, he 
came to Houston twenty-three years ago 
and established the general agency which 
has grown into the enormous institution 
it now is. 

K. S. Dargan spent a quarter of a 
century in insurance and it is a matter 
of interest that almost every Dargan for 
three generations has been an insurance 
man. Mr. Dargan started out in his 
father’s local agency, in Paris, Tex., go- 
ing from there to a general agency in 
Dallas. That place he left to continue 
insurance work for several years in the 
Southeastern States, from which he re- 
turns to begin with Mr. Cravens as a 
special agent. His work along all lines 
was of such importance that he was ad- 
mitted as a partner in £910, 

A later addition to the partnership is 
James Rorick Cravens, who after gradu- 
ation, Princeton (the youngest graduate 
to finish at that school) was putt to work 
by his father and made to take the 
bumps for awhile. After spending enough 
time in the field to acquaint himself with 
local conditions in various parts of Tex- 
as, he was brought into the firm, where 
he has taken hold in a way that shows 
he wil carry on the ideals of the firm in 
an aggressive manner. 


H. A. CLARK SECRETARY 





Western Manager Elevated By Fire- 
men’s Insurance Company and 
Affiliated Companies 


Herbert A. Clark, western managér of 
the Firemen’s of Newark, has been 
elected secretary of the Firemen’s and 
affiliated companies. He was formerly 
vice-president and western manager of 
the National Liberty, and is now presi- 
dent of the Western Insurance Bureau. 


CIGARETTES CAUSING FIRES 


The fire prevention squad of the New- 
ark Fire Department is making a can- 
vas of the various office buildings in 
Newark, warning occupants to stop the 
practice of throwing cigarette butts out 
of the window. Within the past few 
weeks the Essex building, one of the 
largest buildings in Newark, have lost 
eight awnings by fire that have started 
by the cigarette and in addition to that 
several persons have been _ slightly 
burned by falling embers of the awn- 
ings, 
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ada One who executes and delivers a life insurance policy. In ytd 
bs other words, a person whose business it is to offer the known si 
RY) benefits of life insurance to individuals, to corporations, to is) 
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SS partnerships, etc. ta 
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yo) underwriters prefer the game of character and deal mainly ” 4 
with individuals. Others prefer affairs. To them is open rl 
the great field of business insurance. nl 








L Furthermore, the business of life underwriting pays’ highly 

a for initiative and ability. Nd), 
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Nay And still more, the life underwriter offers to his clients a Ke 

ot commodity which has no risk in it, does not deteriorate, yy 


+) and adds no burden of mental worry. The life underwriter if 
sells absolute security, the foundation of serenity of mind. 
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LOWER RATES FOR QUEENS 


A. HAY SUCCEEDS C. S. DODD 


Reduction in Fire Rates by Insurance 
Department May Have Effect of 
Reducing Liability 
It is thought by many that the reduc- 
tion in fire rates in Queens Village, Bel- 
laire and other congested frame-built 
areas of Queens County, N. Y., will cause 


With Royal for Over Twenty Years Now 
Has Supervision of State of 
New Jersey 
Allan Hay, who has been associated 
with the Royal for over twenty years and 


a number of companies now writing in 
those districts to reduce their liability. 
There are all sorts of speculations as to 
just what effect the department ruling 
will have upon business, some holding the 
opinion that it will be beneficial, while 
others believe that companies will pay 
dearly for having accepted risks so 
freely. 

While it is true that some companies 
have comparatively little liability in the 
affected districts and others have a 
moderate amount that is diffused, it is 
learned on good authority that certain 
companies had in the beginning accepted 
a large amount of business and are now 
engaged in reducing some of their lia- 
bility. It is anticipated that, in view of 
the reduction in rates which are con- 
sidered entirely inadequate by fire un- 
derwriters, a large number of policies 
will be dropped at expiration. While it 
will doubtless be possible to secure in- 


for the past six years special agent for 
the Newark branch of the Royal, has 
succeeded Charles S. Dodd, resident 
manager who resigned last month on ac- 
count of ill health. 

Mr. Hay, who will continue as special 
agent and have full supervision of the 
company’s affairs in New Jersey came to 
the New York office of the Royal as a 
clerk in 1905. 

His rise was rapid and in 1908 he was 
appointed an examiner. In 1919 he was 
made special travelling agent of the sub- 
urban field for the state of New York 


Albert E. Davis, formerly special agent 
for the American Eagle Fire, has accept- 
ed a position with the Concordia Fire 


surance on some of these risks from as State agent for New York State. Mr. 
competing companies, it is a question Davis left the other day for the Albany 
whether or not the required amounts Hospital for an operation. He will re- 


can be had. 


port on September 1 for his new duties. 





GUARDIAN LIFE 


Established 1860 Under the Laws of the State of New York 


Tel. RECtor 7501 








MANAGERS 








OF 
AMERICA 


INSURANCE CO. 


HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 


25 Church St., New York 
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Agents Seem Pleased 
With Double Scale 


MEETS MOST 


OBJECTIONS 
Next Big Question Is Whethey Agents’ 
Protests Have Imperiled Success 


of the E. U. A. Plan 





Much of the agents’ opposition in the 
Eastern territory to the proposed com- 
mission rates of the new Eastern Under- 
writers Association has undoubtedly 
been removed by the action of the Com- 
mittee on Organization in offering the 
agents the alternative scale of 20 per 
cent flat for “clear” agencies or 15 and 
25 per cent for “mixed” agencies. One 
of the leading agents in the East stated 
that should the Eastern Underwriter: 
Association be approved itself by the fire 
companies the agents on the whole 
would be satisfied with the compromise 
agreement reached. ; 

Those agencies which represent stock 
companies that do not join the E. U. A. 
will be compelled to take the original 
15-25 per cent scale so long as the non- 
conference companies remain in the of- 
fice. The conference companies believe 
the flat scale would be unfair competi- 
tion to themselves in offices where non- 
board companies could easily get the 
cream of the business by outbidding the 
conference members by a small margin. 

Agents Meetings Soon 

The Pennsylvania Association of In- 
surance Agents will hold its annual con- 
vention August 26-27 at Scranton, Pa., 
and the commission question will un- 
doubtedly form the principal topic of 
discussion at the business sessions. It 
was the Pennsylvania Association which 
presented a constructive program at a 
recent general meeting in New York 
City of agents and company represent- 
atives. The Vermont Association holds 
its meeting around September 1 and at 
both these meetings the agents’ opinions 
will be heard. 

Later in September, on the twenty- 
first of the month, the New Jersey As- 
sociation will hold its annual meeting at 
Atlantic City immediately prior to the 
National Association’s convention. It is 
doubtful if the commission controversy 
inthe East is brought up at the National 
Association’s meeting because the ques- 
tion is local in scope and not a national 
matter at the present. 

Another fly in the ointment which may 
be pleasing to many agents is the pos- 
sibility that the Eastern Underwriters 
Association may never become a reality. 
The Committee on Organization is at 
work now securing signatures to the 
agreement and companies writing 90 per 
cent of the business in the East must 
sign to render the proposed organiza- 
tion effective. The final meeting when 
results will be announced will be held 
late in September. 

Since the agents raised such a protest 
against the 15 and 25 per cent scale it is 
thought that several companies which 
had not decided whether they would or 
would not enter the E. U. A. may now 
remain outside in the hopes of grabbing 
off first class business by paying higher 
commissions than those contemplated by 
the E. U. A. These companies would 
gain, however, only in the event the E. 
U. A. fails to materialize, for if the E. 
U A proposition falls through every 
company, whether a member of the pres- 
ent Eastern Union or not, will feel free 
to compete at will with all the other 
companies in the field. 





H. W. NASON ADVANCED 
H. W. Nason, San Francisco city man- 
ager of the Continental, has been made 
agency superintendent for all four Amer- 
ta Fore companies, having supervision 
over Central and Northern California 
and over the city departments. 


COAST MEN SERVE OIL ASSN. 

H. R. Burke, Pacific department man- 
ager for the Royal fleet, and John Mar- 
Shall, Jr., vice-president of the Fireman's 
Fund, have been appointed Pacific Coast 
advisory members of the executive com- 
mittee of the Oil Insurance Association. 








AGENTS BAR COMPANY MEN 


Pennsylvania Ass’n Requests Absence of 
Specials and Service Managers at 
Annual Convention 

In sending out its call for a large at- 
tendance at the annual convention at 
Scranton, Pa., on August 26-27, the 
Pennsylvania Association of Insurance 
Agents has this to say about 
company men: 

“Special agents of fire or casualty 
companies are not invited. Neither are 
company service managers or their as- 
sistants. This meeting is for local 
agents only. The expense of attending 
this convention is nothing compared to 
the loss or gain in your commission ac- 
count on and after October 10th, when 
new rules are put into effect.” 

Chairmen of various committees to 
handle convention details have been ap- 
pointed together with the personnel of 
these committees. The chairmen are: 
Roswell Phillips, publicity; C. H. Gen- 
ter, finance; J. S. Burwell, registration 
and hotel reservation; W. F. Forster, 
entertainment, and O. R. Conrad, auto- 
mobile. 


visiting 


GUESTS OF PRESIDENT COLE 

Not so long ago Louis O. Faulhaber, 
president of Faulhaber & Heard, a lead- 
ing Newark agency, and William N. 
Heard, vice-president of the agency, 
were the guests of FE. E. Cole, president 
of the National Union Fire of  Pitts- 
burgh, in recognition of the splendid 
volume which this agency has tallied for 
the company in its first year in business. 


STOCK POLICIES DOMINATE 

Stock fire insurance is bought by the 
great majority of property owners in the 
three Pacific Coast States, despite the 
wide operation of mutuals and recipro- 
cals, statistical data shows. 


PHILADELPHIA CHANGES 
The following fire agency changes 
have been announced in Philadelphia: 
J. E. Hyneman & Co. appointed for the 
Commerce, and W. W. Lee & Son, Inc., 


for the Philadelphia Fire & Marine; 
Harris J. Latta discontinued for the 


Philadelphia Fire & Marine and William 
A. Simpson for the Commerce. 

















A company 
that advertises its agents 


Alliance Insurance is always advertised as 
something to be obtained through Alliance 
Agents. 


Furthermore, the part that the agent plays in 
serving the policy-holder is given as much 
emphasis as is the protection provided by the 
company. 


Alliance Agents, therefore, get the utmost 
benefit from the series of strong advertisements 
being run in THE SATURDAY EVENING 
POST on Alliance Insurance. 


THE ALLIANCE 
INSURANCE COMPANY, 


of Philadelphia 























VACATIONING AT BOSTON 
Miss Nellie Harrington of the office 
of the Fire Insurance Society of New- 
ark is spending her vacation at Boston 
and vicinity. 


HAWAII JOINS NAT’L ASSN. 
The Hawaii local board has become a 
member of the National Association of 
Insurance Agents. The board has 34 
members. 
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The Right Background 
Hail Solicitation 


OWN in the southern part of Mr. Hulett said, “The photograph 
Missouri, where they grow colored up beautifully and only the 
some of our best apples, there is a thing we are sorry about is that we 
Hartford Harry B. did not include the Hartford’s trade- 
Hullett. He has an office in Webb mark somewhere in the photo. The 
City, but when it comes time to circular sign on the spare tire just 
solicit hail insurance you will seldom seems to cry for it.” 


agent named 


find him at his desk for he believes 
that an office during the hail season 
is merely a convenient place to go 


Those Expensive 
Hooks and Slices 


HE other day one of our 
clients, playing on Houston’s 
municipal course, made a nice drive 
down the fairway on number eight- 
een, but he put a little hook on the 
ball. The ball struck his caddy on 
the left leg and inflicted a severe 
bruise. The man called our Claim 
Department and his troubles were 
forthwith shifted from his shoulders 


’ 


when it rains or when it is necessary 
to write policies and transact routine 
business. 

The above photograph shows this “ 
Webb City agent out interviewing 
Mr. L. W. Cushman, a local farmer. 
and getting all the information re- 
quired for a hail application. 

An apple tree in full bloom is not 
only an artistic background for a 
hail solicitation but it adds much to 
the effectiveness of the arguments 
that an agent may advance. Fur- 
thermore, an agent knows-what he is_ to ours.’ 

This little incident is reported in 
The Checkmate, the monthly pub- 
lication of the Houstoun & Tyler 
agency at 


insuring when he has personally in- 
spected the layout of the crop. 

Mr. Hulett does not confine his 
He 


writes policies covering all of the ‘ 


A Crowd Watched 


“Q7ESTERDAY afternoon and 
Chicago, “If this photograph rep- evening the window of the 
resents the way Mr. Hulett feels Kennett Realty Company was the 
that hail insurance should be solicit- center of attraction for numerous 
ed, then certainly the results he se- crowds of curious folk, all eager to 
cures indicate that it 7s the way it enlighten themselves as to the opera- 
should be solicited.” tion of a window display, which was 

As an example of how thisHartford being exhibited by that company,” 
agent follows through, we should says a recent issue of the Kennett 
refer to the fact that he had an at- Square, Pennsylvania News & Ad- 
tractive colored slide made from this vertiser, describing a window dis- 
photo and ran it several times in the play and sign of the Hartford's put 
motion-picture theater at Webb out as a part of that company’s 
City. 


activities to insuring apples Houston, Texas. 
various kinds of crops grown in his 
territory and according to Mr. L. G. 
Warder, Superintendent of the Hart- 
ford’s Specialty Lines Department in 


In commenting on this slide service to its agents. 


“The display,’ continued the news 
item, ‘‘was a very realistic, electri- 
cally operated demonstration of a 
dwelling afire, with flames shooting 
through the roof and windows and a 
fire company playing streams upon 
the building. The picture was com- 
plete to the most minute detail, 
even to the operation of the old 
reliable steamer which was perform- 
ing its work valiantly. It is esti- 
mated that people 
viewed this during 
the afternoon and evening, all of 


hundreds of 
demonstration 


them voicing their opinion that the 
scene was truly remarkable and true 
to life.” 





“ANZEIGEN PROPAGANDA 
AMERIKANISCHER 
VERSICHERUNGEN” 





is a headline with the biggest words 
ever used to call attention to the ad- 
vertising of the Hartford Fire In- 
surance Company. That’s the title 
given to an article printed in 
“Seidel’s Reklawes”’ (Seidel’s 
A lvertising) of Berlin. The article 
w illustrated with six Hartford ads. 


Lost, Strayed or— 


GREAT number of curious 

things have happened to the 
Hartford Stag, but he has never be- 
fore been stolen by hunters. 

Daniel Crowley, Hartford agent at 
Norfolk, New York, writes us as 
follows: ° 

“Some one has taken my outside 
Hartford flange sign. Please send 
me another one. I think this was 
taken by some hunters when they 
were going to the woods. They 
probably wanted it on account of 
the stag that was on it and planned 
to use it as a decoration in their 
camp.” 

Perhaps Mr. Crowley is right, but 
we are inclined to think that any one 
who would steal a Hartford sign 
from in front of an agents’ office may 
have been sufficiently lacking in grey 
matter to consider that the Stag 
might be used as some sort of decoy 
to attract deer or moose. 

At all events, the Advertising 
Department sent Mr. Crowley an- 
other sign. 
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good will. 








When you hang up a company 
sign on the walls of your office, give 
thought to what a company means 
to property owners. 


Your public is friendly to the 
Hartford. Representing the 
Hartford establishes an easy point 
Cash in on Hartford 
“Tell the world” if you 
are an agent of the 


Hartford Fire Insurance 
Company 


HARTFORD, CONNECTICUT 
































ne EUR 












ditions 
journe 
He ac 
the fol 
cle in 

I am 
to wr 
my A 
ables r 
and a 
United 
friend: 
assis 
stowed 
to our 
cially : 
also to 
with e 
path a 
ure at 
able t 
availak 


If th 
States, 


- sel ne 


what 
throug 
cers, 3 
round 
voyage 
little | 
those » 
Spea 
both tl 
Custon 
can ex 
do the 
to the 
only, | 
those » 
As ¢ 
the Vz 
an old 
me an 
When 
hotel 
nothin 
organi 


Eve 
and tl 
actly | 
you w 
as I « 
little s 
told tl 
vice” ; 
inform 
enteen 
of tea 
ably d 
as the 
your 
you r 
phrase 
that r 
kind « 
an A 
stump: 
“Engl 
is like 
Engla: 























August 13, 1926 





Page 21 








Impressions of a Trip 


To the U.S. A. 





By E. F. Williamson, Fire Office Manager, Norwich Union 


Upon his return to England 
after a trip to the United 
States, E. F. Williamson, Fire 
Office Manager of that com- 
pany, was asked by Stafford L. 
Cox, editor of the “Norwich 
Union Magazine,” if he would 
not furnish some “odds and 
ends” comment of his trip, es- 
pecially respecting human in- 
terest traveling and hotel con- 
ditions which strike a visitor in 
journeying about the States. 
He acquiesced, writing in part 
the following widely read arti- 
cle in that publication. 

I am glad of the opportunity 
to write some comments on 
my American trip as it en- 
ables me to express my thanks 
and appreciation to all my 
United States and Canadian 
friends for the courtesy and 
assistance generously be- 
stowed upon me. This applies 
to our own people, both offi- 
cially and in their homes, and 
also to many others, all vieing 
with each other to smooth my 
path and give me such pleas- 
ure and relaxation as I was 
able to take advantage of in the time 
available. 


The New York Approach 

If they are not citizens of the United 
States, a good many travelers, as a ves- 
sel nears New York, begin to wonder 
what terrible ordeal they have to go 
through in passing the immigration offi- 
cers, and anxious questions are passed 
round to those who have made previous 
voyages, I think, perhaps, there is a 
little leg-pulling to test the nerves of 
those who are making their first trip. 

Speaking for myself, I can say that 
both the immigration authorities and the 
Customs officers are as courteous as one 
can expect them to be in any port. They 
do their duty and do it with due regard 
to the feelings of the visitors, and it is 
only, so far as my observation goes, 
those who seek trouble who find it. 

As on a former visit, I went direct to 
the Vanderbilt Hotel, which seemed like 
an old friend. The servants remembered 
me and I was made very comfortable. 
When once the system of an American 
hotel is in some measure understood, 
nothing but praise can be given to its 
organization, 


American Hotel Service 

Every possible want is provided for 
and the only difficulty is to know ex- 
actly how to ask for it. As an example, 
you would probably want a morning tea, 
as I did. You telephone, and after a 
little skirmish with the operator, you are 
told that you must ask for “Room Ser- 
vice”; this done, you say to a lady who 
informs you she is (shall we say?) “Sev- 
enteenth Floor,” “Please send me a pot 
of tea and bread and butter.” She prob- 
ably does not understand a word you say 
as the request is unusual to her, and 
your accent, combined with the glib way 
you roll off, what is to you, a stock 
phrase, leaves her guessing. You put 
that right and then she inquires “What 
kind of tea?” Unless you have studied 
an American hotel menu you are 
stumped; otherwise, you probably order 
“English breakfast tea,” which you find 
is like nothing you have ever tasted in 
England. However, you learn, and if 
next morning you do the right thing and 
order very distinctly “A pot of Orange 
Pekoe tea, roll and butter,” you will 
get it, although with much more cere- 
mony than in an English hotel. 

A waiter will bring in a portable table 
on which there will probably be a quart 
jug filled with ice, and as much water 





as it will hold, a pot of tea, a pot of 
water, a salt cellar, cream, milk, sugar, 
hot rolls in a napkin, butter, and a card 
showing what you have ordered and the 
price, stamped with the date and time 
of your order, and the time of despatch 
from the kitchen. Sometimes you will 
also have an inventory of every article 
on the table. This is rather a long story, 
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Local Agents, Attention! 


After a long experience as an underwrit.r and in production 
as executive of a prominent fire insurance company, I have de- 
cided to devote my energies to local agency work in some city 
or town of 250,000 people or less. I have no objection te making 
a connection in a small town in the East if I can hook up with 
some agency which is progressive, has good connections and 
where I can make my experience and abiilty to sell insurance 
and to make property owners understand their insurance needs 
I am open to overtures which will result either in the 
sale of a local agency to me or to buy an interest in such an 
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but it serves to indicate the formality 
which surrounds eating and drinking in 
American hotels. 


Food 


Another practice which causes a 
stranger a little inconvenience is that 
nothing whatever to eat or drink is 
served in any public room, except in the 
restaurant or dining room, so that when 
you wish for a glass of lemonade or a 
cup of coffee it is necessary, so to speak, 
to go to it instead of having it brought 
to you. 

The food is a problem to an English- 
man; the menu contains, literally, scores 
of different items, and the names of the 
dishes are often quite meaningless to a 
stranger. You sit down to table; a boy 
supplies you with a glass filled with 
ice into which he proceeds to pour wa- 
ter, and he keeps on pouring water ev- 
ery time you sip it, there being no limit 
to this non-exhilarating beverage. Then 
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backed by wide resources; an established rep- 
utation for dependability and satisfactory ser 
vice; and a full line of policies representing 
every needed form of protection for property, 
including the property risks of business. 
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you choose your fare, and, until you 
have had some experience, probably do 
not make a very wise choice. Whether 
wise, or otherwise, you will be astonished 
when you get the bill as everything is 
“a la carte,’ and the total for even a 
moderate meal seems astonishingly high 


‘when judged by English standards. Fruit 


is, of course, eaten very much more free- 
ly than with us, and salads, many ot 
them delicious, form an item in almost 
every American lunch or dinner. Some- 
times fruit salad is eaten with meat, and 
on one occasion | had the shock of my 
life when a waiter said “Dressing, sir?” 
And before | realized what he was doing 
he had poured a liberal supply of oil 
and vinegar over the strawberries, or- 
anges and bananas. I ate it and must 
confess that it was not so bad as it 
sounds. Ice cream, of course, is a noted 
dish and it is generally delicious and of 
very high quality. Meat and fish dishes, 
however, | cannot help feeling owe a 
vreat deal more to the cook than to the 
quality of the ingredients, 
Traffic 

With regard to New York, the im- 
pression left on a visitor is one of rest- 
lessness. The whole city seems to be 
keyed up to an intense pitch of constant 
movement, which continues day and 
night. At first, it is intensely wearying, 
but gradually one becomes accustomed 
to the conditions and although the strain 
is there, it is not so apparent. The traf- 
fic seems hardly to vary, day or night, 
and is controlled under a block system 
which permits traveling at the maximum 
of speed from stop to stop. The number 
of automobiles is astounding. A walk 
along Fifth avenue at a busy time of 
the day makes one wonder whether one 
is not watching an exhibition parade of 
all the motors in America. 


Railroads 


My work in New York being finished, 
I prepared for the longest railway trip 
that I have ever taken. Indeed, I im- 
agine that it is about as long a trip as 
can be taken. In the United States you 
do not buy a railway ticket, but you 
“secure your transportation,” and as my 
journey was to be from New York and 
back again, taking Los Angeles, San 
Francisco, Winnipeg, Chicago, and To- 
ronto on the way, the result was a ticket 
nearly six feet long. It was in sections 
of about three inches, each of which 
marked a stage in the journey, and was 
collected en route. The accommodation 
on the Limited trains is undoubtedly 
very ‘good, but our conventional ideas 
find it, perhaps, a Jittle difficult to adapt 
themselves to a Pullman sleeper which 
provides berths for some thirty or more 
people with only a curtain separation, 
behind which dressing and undressing 
have to be done. The alternative is to 
have a drawing-room, a small compart- 
ment to be found at each end of the 
Pullman. In it you secure privacy at the 
expense of riding over the bogeys and 
getting the maximum amount of vibra- 
tion and noise. In charge of each Pull- 
man coach is a black porter, who begins 
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his service by hanging your overcoat 
up on a coat hanger, wrapping a sheet 
round it and putting your hat in a paper 
bag to keep off dust. He cleans your 
boots and brushes your clothes so that 
you turn out in the morning as spick and 
span as if you had passed the night in 
an hotel, he train on which 1 left 
New York was the famous 20th Cen- 
tury Limited which runs in four sec- 
tions, the last section being timed to 
arrive in Chicago at the scheduled hour. 
lf it is late a rebate is given on the fare 
paid. 

This, and other long distance Limited 
trains have, in addition to the Pullman 
coach, what is called the “Club Car” 
(next to the engine), in’ which smoking 
is permitted im light refreshments can 
be obtained. the rear there is gener- 
ally a a car with the observation 
car behind, which is quite a comfortable 
place to sit in during warm weather, The 
dining service is excellent, the menu be- 
ing varied and the cooking extremely 
vood, There is a barber on board and 
also a valet, so that one can be shaved, 
have a hair cut, and send a suit to be 
pressed during ‘the journey. Speaking 
of barbers reminds me of seeing a man 
being shaved, having a “shine” (boots 
polished), and manicure all at the same 
time. This might be taken as real Amer- 
ican hustle, if it were not for the fact 
that it generally takes about an hour to 
have your hair cut. 

Los Angeles 

Four days and four nights in the train 
took me to Los Angeles, from the ice 
and snow of mid-winter to the tempera- 
ture of our midsummer. It was a won- 
derful transition, the last day’s journey 
being through miles of orange groves, 
with the trees in full fruit just ready 
for gathering. The flowers and tropical 
plants were a welcome sight after the 
bare central plains. 

Los Angeles is a city produced almost 
by magic. The film world centres there, 
and has brought wealth and prosperity 
in an extraordinary degree. It has al- 
most perpetual sunshine with conse- 
quently a negligible rainfall. A drive 
through Hollywood, which is just a sub- 
urb, indicates the enormous amount of 
capital invested in film productions, vast 
buildings being devoted to this recent 
development of photography. 

San Francisco is a night’s journey from 
Los Angeles. Writing this sentence re- 
minds me that in America travelling 
by night is the customary way. The 
best trains run at night, and start at 
such an hour as to reach their destina- 
tion fairly early in the morning, say 
seven, eight, or nine o’clock, Business 
men, therefore, planning a trip, count 
on a full day’s work, with the night in 
the train repeated as may be, and seem 
to thrive on it. 

San Francisco 

Any guide book will tell you all about 
San Francisco, its wonderful bay and the 
Golden Gate, but I doubt whether it 
conveys any true idea of the precipi- 
tousness of the streets. Standing in the 





business section on the bay level and 
looking up one of the main streets, it 
seems impossible that any vehicles could 
ascend; but they do, and cable trams 
run gaily up and down. When I was 
going up in one of these on the first 
evening of my visit, my guide casually 
remarked, “One of these cars runs down 
the hill backwards about once a week.” 
I said, “Is that so?” and tried to live 
up to an English reputation for coolness. 
On another occasion | was going up in 
a machine or automobile—not a_ car, 
that’s a tram or a_ railway carriage— 
and the driver missed his gear change 
half way up. [| thought we were bound 
to run back, but not a bit of it. The 
brakes held and the car got off in bot- 
tom gear, and | still maintain the 
reputation. 

‘ime did not permit of my seeing all 
the city. Of Chinatown and Oakland | 
had but a glimpse. Then | hurried on 
to Vancouver, staying a day in Seattle 
on the way. A novel thing one notices 
is that the long distance trains are all 
named. I have already said | left New 
York on the 20th Century Limited; I 
joined the California Limited at Chicago 
for Los Angeles. The Owl took me to 
San Francisco, and I left on the Shasta. 
The last takes its name from the moun- 
tain peak (14,442 feet), which the train 
passes, and of which one gets a fine 
view. 

The Canadian Northwest 

On reaching Seattle, we left the train 
and went on to Vancouver by car, a dis- 
tance of some 160 miles. We started 
late, darkness overtook us halfway, and 
then it began to rain and continued for 
the rest of the journey. We had no 
trouble with the customs at the frontier, 
and arrived at the Vancouver hotcl, 
where | was glad to find a comfortable 
bed. I was off again the following eve- 
ning on the Canadian Pacific Railway 
across the Rockies to Winnipeg. This 
is, of course, one of the famous railway 
trips of the world and for the first thirty 
six hours the scenery is grand in the 
extreme. One feels, however, the desire 
to get out and enjoy it. A’ splendid 
view of lake, snow-clad summit or rocky 
gorge is no sooner realized than it is 
replaced by another till eye and brain 
get weary. However, it is better to have 
seen imperfectly than not to have seen 
at all 

Winnipeg, city of the prairies, was 
reached without adventure, except that 
I nearly lost the train (no joke when the 
next is twelve hours later and leaves in 
the small hours of the morning) at a 
wayside station where I alighted to send 
a cable home. 

At Winnipeg I went to the Fort Garry 
Hotel. Almost directly I got to my room 
the telephone bell rang, and a lady in- 
formed me she represented one of the 
local papers, and what did I think of 
Winnipeg? I responded as well as [| 
could, having seen only the railway sta- 
tion and the view from a taxi window 
on the way to the hotel. I really had 
no opinion worth her noting. Then fol- 
lowed a knock at the door and a basket 
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public the actual facts about underwriting profits and losses 
...and the effect of fire waste on rate making... as a 
practical antidote for the fairy stories of the demagogue. 


This is the need; and now is the time. And as always, the 
FETNA INSURANCE COMPANY will continue to do its 


full share in supporting any practical plan for creating a 
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of fruit was passed in with a card of- 
fering the compliments of the manage- 
inent—a courtesy not experienced else- 
where and certainly appreciated by a vis- 
itor. Winnipeg has been through a lon 
period of depression from which the resi- 
dents hope, and [ join with them, it is 
just emerging; at the time of my visit 
some of the earliest of a large influx 
of new shies expected this year were 
arriving. The railway station and the 
streets were full of strange people with 
strange clothes and wondering faces, 
looking for the first time on Canada. 
Their stay was not long, for they were 
in the charge of officials who hurried 
them off to the land which they are to 
occupy and from which they doubtless 
expect so much, May it give them their 
desire, for the prosperity of the Prairie 
Provinces depends on the success of the 
settlers. 

My stay was short (two days and the 
intervening night) then off to Toronto 


with a day in Chicago on the way 
wedged between two more nights in the 


train. Toronto seemed a haven of rest 
when I reached it and saw the York 
Club, where | had previously staye:l, 


for | could look forward to five consecu- 
tive nights in the same bed. J had been 
travelling for seventeen days, and twelve 
nights had been spent in the train. I 
felt quite well but just travel weary. 

In Toronto I had the privilege of wit- 
nessing a wonderful spectacle. My visit 
fortunately was timed so as to give me 
the chance of seeing the fancy dress dis- 
play of the Toronto Skating Club. Some 
300 members of the Club took part and 
it was a most wonderful sight. The skat- 
ing skill was, to me, most amazing and 
whilst the professional and amateur ex- 
hibitions were thrilling, I was even more 
impressed by the concerted items on the 
program when hundreds of gaily dressed 
members were giving evidence of their 

(Continued on Page 30) 
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Agents’ Association Is 
Clearing House of Data 


JONES ON QUERIES ANSWERED 





Even Companies Write to the National 
Association for Information; Ar- 
ticle in Denver Paper 





Cyrus K. Drew has completed thirty 
years of experience in_ insurance jour- 
nalism and is still going strong. He 


signalized the event by getting out one 
of the best special issues of the “In- 
surance Report” in the history of the 
insurance business. In other words, the 
edition was readable from cover to cov- 


er. 

One of the most 
was that of Cliff C. 
the National Association of Insurance 
Agents, who shows that organization in 
a new light—that is, as a clearing house 
of information for many companies on 
various subjects. Along that line he 
says in part: 

“This spring one of the large English 
companies wrote that one of its ener- 
getic young special agents found numer- 
ous Opportunities to plant bank agen- 
cies in small towns. The company man- 
ager could see no objection to making 
the appointments, but as a matter of 
caution inquired of the National Asso- 
ciation if such appointments would be 
objectionable, inasmuch as his company 
desired to co-operate wholeheartedly 
with the National Association. At this 
time the agreement resulting from the 
conference last December with the Na- 
tional Board was in process of conclu- 
sion. The executive was informed that 
the National Association would consider 
such appointments objectionable, but re- 
quested him to withhold his own de- 
cision until the agreement had been 
concluded and a measure of eligibility 
established. 

“Another company man cited an in- 
stance in which an agency which owed 
balances sold its business. He inquired 
if in this case the company was not 
justified in seizing the expirations of the 
old agent to recover amounts due. The 
National Association replied that no 
agent could sell and pass title to his ex- 
pirations when they were encumbered 
by unpaid balances. 

Practical Queries 

“Practical inquiries from agents are 
most frequent. Not long ago an agent 
inquired what companies were writing 
full cover on jewelry business. He did 


interesting articles 
Jones, president of 


not know that practically all fire and 
marine companies are now writing this 
line. 


“Questions involving controversies be- 
tween a local agent and a broker are a 
fruitful source of inquiry. Recently an 
agent brokered a policy and paid the 
premium. The policy was later cancelled, 
but the company insisted that as_ its 
agent with whom the broker had deait 
had not paid the premium, it was not 
liable. It appeared, however, from legal 
decisions that the company had been 
paid, inasmuch as the first agent in brok- 
ering the policy had made settlement 
with the company’s agent. 

“In this group also fall inquiries con- 
cerning agency advertising, collection 
tules and agreements, employment of so- 
licitors, whether or not renewals are the 
property of a solicitor hired by an agent, 
and many other similar questions.” 
NEW WESTERN, PA., MANAGER 

Howard M. Eckels was recently ap- 
pointed by the Travelers Fire as mana- 
ger for Western Pennsylvania and West 
Virginia with headquarters at  Pitts- 
urgh, ; 

Mr. Eckels was born in 
and after graduating from 
schools became associated, at different 
times, with several of the local Pitts- 
burgh companies both in the Home Of- 
fice and in the field. He more recently 
served the Milwaukee Mechanics as spe- 
tial agent in the Western Pennsylvania 
and Ohio Fields, which position he re- 
signs in order to become associated with 
the Travelers. 


Pittsburgh, 
the public 





BOOKLET OF PAINTINGS 
America Fore Group Distributing Book- 
let of Revolutionary Scenes 
Done in Color 
One of the most effectiv pieces of ad- 
vertising literature put out by the Amer- 
ica Fore companies is the recent book- 
let containing eleven reproductions of 
famous paintings of the American Rev- 
olution. Since this booklet has been is- 
sued there has been a large demand for 
it from the field forces for distribution 
among assureds and prospects. 
Containing no insurance 
material beyond the inconspicuous use 
of the names of the companies of the 
America Fore Group, this booklet is de- 
voted to reproductions in colors of revo- 
lutionary war-time paintings together 
with texts describing the incidents pic- 
tured in the paintings. All the paint- 
ings are the works of either F., C. Yohn 
or Clyde C. DeLand, and include such 
well-known ones as Washington landing 


adve rtising 


at New York; A Colonial High Tea; 
Prescott at the Battle of Bunker Hill: 
the Battle of Bennington; First Shot 
at Yorktown, and several others. 

The original paintings form part. of 
the collection of the America Fore 


Group and are hung in New York, open 
to view to any who wish to see them. 


‘and ‘T. R. 


STATE SUIT HALTS RATE RISE 





State Auditor Granted Writ Against In- 
crease of Rates on Fire and 
Wind Coverage 

The Kentucky Actuarial Bureau of 
Louisville was enjoined last week from 
increasing insurance rates on fire and 
tornado coverage by 12%% by Judge 
Ben G. Williams, of the Frankfort Cir- 
cuit Court, Frankfort, Ky. On August 2 
the bureau announced the increases 
without sanction of the State Depart- 
ment of Fire Prevention and Rates. The 
suit was filed by Assistant Attorney 
General G. K. Byers, for State Auditor 
W. H. Shanks, and was a complete sur- 
prise, as it was not supposed that action 
would be taken prior to action on a 
Federal injunction suit against the State, 
filed by companies on Tuesday. 


Ley VESTS 
$400,000 PLACED ON BINDER 
Out in Dayton, Ohio, C. E. Bratten 
Smith have been doing some 
joint work. They were successful in plac- 
ing $400,000 of Business Insurance on 
the lives of the president, secretary and 
treasurer of a large company; the presi- 
dent for $200,000 and the other officers 
for $100,000 each. This insurance was 
placed on binder, the premiums totaling 

nearly $19,000, 
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pany is in the conservatism of its man- 
rene and the management of THE 

ER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
i: G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover a 34 Pine St. 
W YORK 


Howle, Jarvis r ten Inc., Gen’l Agts. 
| Metropolitan District 





81 JOHN STREET NEW YORK 

















INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 























Live in house as it is moved 


Members of a family whose house is being moved from Patchogue, 


, refused to vacate the property. Their 
refusal did not deter the contractor, however, and he is moving the 


toward Southampton, L. I. 


house about a mile a day.— News Item. 


A 


When fire makes an owner seek new quarters during the restoration 
of his property, he faces a loss in the rental value of that property en- 
Rental Value Insurance indemnifies the owner for 
such items of expense which may arise during restoration, as rent paid 
for temporary quarters, taxes, interest on mortgage and other incidental 


joyed before the fire. 


expenses. 


To completely protect a home owner from loss due to fire, a Rental 
Value policy in a substantial company is essential. 
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Explosion Hazard 
a Serious Menace 


SAFETY APPLIANCES AN AID 


H. E. Taylor, Publicity Manager of 
American of Newark, Urges 
Explosion Insurance 


Harold FE. Taylor, publicity manager 
of the American of Newark, in writing 
to agents about the 
Army and Navy Arsenal in New Jersey 
makes some interesting observations. In 


explosion at the 


part he said: 

“Many, many thousands of dollars’ 
worth of private property was damaged 
or totally destroyed by the New Jersey 
explosion, and very little if any explo- 
sion insurance was carried in that vicin- 
ity. After a catastrophe of this nature 
insurance agents are apt to be berated 
by stricken clients because their atten- 
tion had not been called to the fact that 
the everpresent explosion hazard of their 
vicinity could have been insured against 
at very small cost. 

“What happened at the government ar- 
senal had previously been considered im- 
possible by government experts. [very 
known precaution had been taken—hence 
the futility in anyone in the vicinity of 
any explosives saying ‘That could never 
happen in this neighborhood!’ 

Danger Not Remote 

‘Despite the employment of even the 
most elaborate safety appliances, if 
there is an army or navy arsenal in or 
near your town, a powder works, fire- 
works factory, gas works or storage 
tanks benzol or chemical plant, or any 
kind of business using or manufacturing 
materials of an explosive nature there is 
only one way to assure security—and 
that is by carrying Explosion Insurance. 

“In broaching this subject to your cli- 
ents, you may find that they consider the 
danger too remote, and the cost of this 
indemnity—though far less than fire in- 
surance—a waste of money. Do not urge 
them to buy. Tell them you are merely 
bringing the matter to their attention as 
a self-imposed duty because they have 
made you their insurance counselor, Tell 
them you want to keep a record on file, 
that on a certain date you pointed out 
this hazard but were turned down—so 
that when the time comes you will have 
a clear conscience. Your very indiffer- 
erence may stimulate interest on the part 
of the client. 

“A more effective means, and one 
which may increase sales because of your 
evident sincerity, would be to have cards 
printed: 

“*This will certify that on............. . 
John Jones, my insurance agent, sug- 
gested that I take out (Dates) Explo- 
sion Insurance, but I considered it un- 
necessary. This will relieve Mr. Jones 
from any possible censure on my _ part 
should an explosion damage or destroy 
my premises. (Signed) ............... ‘ 

“Of course, an explosion policy covers 
the inherent hazard of the  risk—the 
danger from explosion occurring in the 
building insured. In a dwelling there is 
the possibility of the gas oven or hot 
water boiler exploding and blowing out 
the side of the house. Sometimes a stick 
of dynamite gets into your coal pile, and 
when fed into the furnace ! Persons 
of malicious intent have been known to 
throw bombs into the homes of persons 
with whom they disagree. Every struc- 
ture has its own explosion hazards.” 


NEW INSURANCE AGENCY 

A new insurance and real estate agen- 
cy has been established in New Jersey 
with headquarte rs at 20 Brandford Place, 
Newark. It is known as the Rovins In- 
vestment Company and has been incor- 
porated with a capital of $50,000. The 
incorporators include Nathan  Rovins, 
Theodore Brody and Harry Gross, all of 
Newark. The firm will do a general in- 
surance and real estate business. 
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Automobile Fire and Theft General Agency for Oregon. 


BOX 1042 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 
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Agency Superintendent wanted by large Insurance Company. Only those 
having broad experience will be considered. 


Write stating age aud 


Box 1041 


THE EASTERN UNDERWRITER 
86 Fulton St., New York, N. Y. 
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Fire Insurance General Agency for Oregon. 


BOX 1043 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 
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Assistant Managing Underwriter. 
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By an American Fire Insurance Company, man with broad experience as 

Write stating qualifications, age and 

salary expected. Box 1040 

THE EASTERN UNDERWRITER 
86 Fulton St., New York, N. Y. 














Radio Hazard 


(Continued from page 1) 


Those sets used for receiving only and 
that have antennas entirely within the 
building, such as loop aerials, need no 
special safeguards. It is only the per- 
sen whose set is connected with an out- 
door antenna that the board has_ said 
must install a lightning arrester. This 
arrester has two posts, one at either end. 
Many popular arresters consist of a min- 
ute air gap enclosed in porcelain or 
some other insulating material which 
separates the acrial posts from the 
ground posts. It being a well known 
fact that lightning will take the shortest 
path to the ground these arresters are 
built on the principle that a lightning 
charge in the aerial will jump this small 
gap to the ground rather than take the 
longer route through the set. The gap 
is there, of course, so that there is no 
connection between the aerial and the 
ground and regular radio signals do not 
jump the gap but go directly into the 
eet. 

One of the posts of the arrester should 
be attached to the antenna lead before 
it enters the building with a good 
ground wire connected to the other. The 
sround wire may be then attached to a 
lightning rod or to a galvanized iron 
pipe at least six fect in the ground. If 
it is not practicable to ground outside 
the house a wire may be brought into 
the basement and grounded on a water 
pipe. 

The Laboratories have put their ap- 
proval on many reliable arresters and 
only those bearing the label should be 
accepted. | 


3 

The New England Insurance Exchange 
prints a uniform standard radio permit 
which it supplies to agents and com- 
panies for attachment to policies. For 
the benefit of those who are not familiar 
with these permits it is in part as 
follows: 

“In consideration of compliance by the 
insured with the following warranties, 
permission is hereby given for the in- 
stallation and use of radio apparatus. 

Warranties: 

“That no radio transmitting apparatus 
shall be installed. 

“That each lead-in wire from outside 
antennae shall be equipped with an ap- 
proved lightning arrester. 

“This policy shall not be affected by 
failure of the insured to comply with 
any of the warranties of this permit in 
any portion of the premises over which 
the insured has no control.” 

It also issues a standard form which is 
attached to summer and seasonal dwell- 
ings, barns, garages and is also used on 
all dwe sling and household furniture pol- 
icies. This form includes a radio per- 
mit which reads the same as the permit 
above with one exception —that, the 
source of energy shall be only primary 
or storage batteries. 

AGENCY ‘INCORPORATES 

Another large agency to incorporate 
was the Joseph Burgard Agency of Fort 
Lee, N. J., with a capital of $5,000. The 
incorporators are Joseph Burgard, Jacob 
Burgard and Joseph Cummins, all of 


_ Fort Lee. 





Franklin W. Fort 








Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N J. 





(New Jersey) 
(Denmark) 


Thomas B. Donaldson 














Frank Papp, Jr., Is 
Drowned in Bathing 

MEMBER OF NEWARK AGENCY 

Good Swimmer Exhausted by Rough 


Seas While Out Some Distance 
From the Shore 








The turbulent seas which raged last 
week along the New Jersey coast caused 
the drowning at Seaside, N. J., of Frank 
Papp, Jr., of West Orange, who was a 
member of the insurance firm of Papp 
& Dane, of 24 Commerce street, Newark, 
N. 3. 

Mr. Papp and his wife who were 
spending their vacation at the shore, 
went in the ocean, despite the warnings 
of the life guards. They both being 
good swimmers, swam out quite a dis- 
tance from shore, but when they at- 
tempted to return they found the cur- 
rent against them and they became ex- 
hausted and called for help. 

Life guards went to their assistance 
but before they could reach Papp he had 
gone under. His wife was rescued with 


difficulty and brought to shore. Papp’s 
body was recovered several hours later. 

Mr. Papp, who was 38 years of age, 
was well known in insurance circles in 
Newark and West Orange and was as- 
sociated with Nelson B. Dane of Maple- 
wood. The firm were agents for the 
Firemen’s of Newark, American Casualty 
National Liberty and the Aetan Life. 

The funeral, which was held last, Sat- 
urday from his late residence, was at- 
tended by a number of prominent New 
Jersey insurance officials. The interment 
took place in the Fairmont Cemetery in 
South Orange. 





WARRANTY BY CAR OWNER 


Fred C. Calkins of Jacksonville, Fla., 
Does Not Agree With An Under- 
writer Quoted On Subject 
Fred C. Calkins, general agent of Jack- 

sonville, Fla., writes to this paper: 

Editor The Eastern Underwriter: In 
your issue of July 30, you quoted from 
a publication of two fire insurance com- 
panies some questions and answers re- 
specting automobile insurance. One of 
the questions was as follows: 

“What warranties does the assured 
give when applying for insurance ?” 

The answer to that query was printed 
as follows: 

The assured gives his occupation 
or business, employer’s name and ad- 
dress, the description of the automo- 
bile insured, the facts with respect 
to the purchase of same, the uses to 
which it is and wil be put, and the 
place where it is usually kept. 

“Tt occurs to us that the answer is in- 
correct. We have had occasion to dis- 
cuss the matter of the so-called war- 
ranty by a car owner, as to the place 
where the car will usually be kept, and 
we opine in this neck of the woods that 
this is not a warranty, but simply a 
statement. 

“The assured does make warranties as 
to his name, occupation and the discrip- 
tion of the car and what he paid for it, 
etc., but he does not make any warranty, 
as we see it, about where the car will 
be kept, for the very good reason that 
he could not warrant where it will be 
kept during the life of the policy. There 
are numerous decisions upholding this 
view, and if the authority of the column 
in question agrees with us, it might be 
well to back track a little.” 








AMDYCO ANNOUNCEMENT 
Under an arrangement of interest to 
present and future users of the Amdyco 
continuous foam method of fire-fighting, 
the Foamite-Childs Corporation — wil 
henceforth market and_ service al 
Amdyco Generator products. 





PY FL TSIEN ESTs 











Positiy 
ing tk 
indepe 
each | 


bles f. 












Divina earth eek ME 


ae al 
































August 13, 1926 


. = 


SSL ee 












ES Se Ss ES 








Fine Protection of 
N.Y.-N.J. Vehicle Tunnel 


DANGERS WELL CONTROLLED 





Arrange for Removal of Potentially Ex- 
plosive Gases and Extinguishing 
of Auto Fires 





In connection with the construction of 
the new Holland vehicular tunnel, which 
will be opened shortly to permit the pas- 
sage by land of automobiles and pedes- 
trians from New York City to New Jer- 
sey, the fire protection features consti- 
tute an important item. Removal of 
poisonous and explosive gases created 
by automobiles traveling through the 
tunnels has been arranged for together 
with elaborate preparations for the quick 
extinguishing of fires. 

W. F. Stevens, a member of the Na- 
tional Fire Protection Association, has 
written an article for the latest issue of 
the “Quarterly” of the N. F. P. A. after 
having made a personal tour through the 
nearly completed tunnels. On the sub- 
ject of fire protection he says: 

“The Holland Tunnel consists of two 
single tunnels or tubes of rectangular 
section in the solid ground of the ap- 
proaches, but with circular section un- 
der the river. The latter section is of 
the familiar type of construction with 
cast iron and steel segments firmly bolt- 
ed together, and surrounded with con- 
crete. The exterior diameter of each 
tube is 29 ft. 6 in. A flat ceiling hung 
from the upper part of the structure, 
and a roadway supported by structural 
steel work resting on the ring, provide 
two spaces between the circular ring and 
these flat surfaces which are utilized in 
the ventilating system, the lower space 
as the fresh air supply, and the upper 
space for exhaust of vitiated air. The 
clear height between the roadway and 
ceiling is 13 ft. 6 in. At one side of each 
tube the space between the circular ring 
and a vertical wall adjacent to the road- 
way is utilized for ducts in which low- 
tension communication wires can be 
placed, and a six-inch water main, and 


also for niches to shelter water connec-~ 


tions, sand boxes, fire extinguishers, tele- 
phones and fire alarm stations. At the 
other side a narrow, elevated sidewalk 
: es oe : 
includes addition ducts for hif&h-tension 
wires. 


Quick Distribution of Fresh Air 

“The roadway is 20 ft. wide between 
curbs. Adjacent to each curb extends 
a continuous slot just above the road- 
way level through which fresh air is dis- 
tributed from the ventilation openings 
ten to fifteen feet apart, communicating 
with the main duct beneath the road- 
way. In the ceiling, closely spaced trans- 
verse openings protected with bronze 
gratings permit vitiated air to be drawn 
into the exhaust duct. By the difference 
in pressure between the air supply and 
that at the exhaust openings, positive 
removal of vitiated air will be assured. 
Air movement will be provided by 
eighty-four ventilating fans located at 
four ventilating shafts, two of these near 
the river pierhead lines and two at the 
shore ends. These will deliver nearly 
four million cubic feet of fresh air per 
minute, or a positive renewal every 
ninety seconds. The structures shelter- 
ing the ventilating plant are in them- 
selves interesting features. They will 
extend to a maximum height of five 
stories above grade, and provide for dis- 
charge of the vitiated air and gases at a 
height sufficiently great to afford neces- 
sary dilution. 

“It will be evident that the ventilating 
system is practically the ‘lungs’ of the 
tunnel system, failure of which must be 
positively prevented. Power for operat- 
ing the system, therefore, is from four 
independent generating stations, two: at 
each end of the tunnel, with three ca- 
bles from each, or six cables in all, but 





interconnected so as to positively assure 
continuity of service. Of the six cables, 
moreover, any single cable is capable of 
carrying the entire load. This feature 
alone is an indication of the care taken 
in all of the design of the structure to 
anticipate every possible emergency that 
can arise to interfere with the coninu- 
ous operation of this important traffic 
artery. 


Many Fire Extinguishers 


“Tn order to control promptly any fire 
that may occur in an automobile, port- 


able five-gallon extinguishers of the 
foam type will be available in niches 
spaced approximately 120 feet apart. At 


the sidewalk these will be alternately 
one and two per niche, with one and 
five alternately at the opposite curb. 
Thus in a maximum distance of 120 feet 
from any single point at least eleven ex- 
tinguishers will be available, and others 
can also be brought forward. he pa- 
rolmen assigned to duty in the tubes 
will be thoroughly familiar with the lo- 
cation and method of operation of these 
extinguishers. At intervals also of 120 
feet there are hose connections for 
flushing the pavement, but at these 
points an additional outlet will be fur- 
nished with a permanent installation of 
two and one-half in. fire hose, by means 
of which even a fire of considerable size 
can be controlled. 

“Smaller niches located 240 feet apart 
will shelter sand primarily for use on 
the roadway, but it will also be available 
as an extinguishing agent for gasoline 
fires. While the sp icing of all of these 
facilities, as outlined, is for the circular 
section, the spacing on the approaches 
or rectangular sections will be nearly as 
frequent. In addition to the fixed fire 
protection facilities described, automo- 
bile wrecking cranes located at the land 
ends will be available to assist crippled 
vehicles so as to prevent delay to traffic. 
Fach of these cranes will also be pro- 
vided with large foam generators to fur- 
nish quantities of foam, should the 
smaller extinguishers prove insufficient.” 





CHRIS W. KEHOE HONORED 

Chris W. Kehoe, president of the F. 
DD. Hirschbere & Co. agenev of St. Louis, 
was presented recently with a gold serv- 
ice medal in appreciation. of his long 
and efficient service as an agent for the 
Liverpool & London & Globe. The pres- 
entation of the medal to Mr. Kehoe was 
the feature of a dinner which was ar- 
ranged by officials of the Liverpool & 
London & Globe in honor of the golden 
anniversary of the F. D. Hirschberg & 
Co. agency which started in business 50 
vears ago. Mr. Kehoe has been with 
the agency almost since its inception. 
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Heavy Hail Losses in 
Mid-Europe States 


FRANCHISE SYSTEM ADOPTED 


Despite Advances In Rates Business Has 
Been Unprofitable; Hail 
Pool In Operation 


Owing to the abnormality of the 
weather in recent years causing several 
weeks’ delay in harvest time and usually 
extending the duration of the risk, heavy 
losses were reported in hail insurance in 
Central Europe. Companies cultivating 
the elementary classes in Germany, 
Czechoslovakia, Hungary and Yugoslavia 
could have closed the business years of 
1924 and 1925 with far more profit had 
not the loss ratio of hail class 
ing even to 130% to 170% absorbed a 
considerable percentage of the income in 
other departments. Under these circum- 
stances it was not at all surprising that, 
after two years of deficit, foreign rein- 
surers thought of refusing to undertake 
reinsurance cover in future 
alterations happened. 


amount- 


unless dras- 
tic 

The companies themselves understood 
that in order to improve this state of 
affairs they had to take strong measures. 
As an excessive 


advance in tariff rates 
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NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 
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Represented 


























would have had its bad effect 
volume of business, an advance 
15% to 20% was agreed upon, and at the 
same time franchise system not applied 
in hail insurance up to now, was intro- 
duced. The results and figures of hail 
business in the current year are there- 
fore of particular interest as they also 
throw light upon the effect of the fran- 
chise system. 


on the 
of only 


In Germany 


the companies work on 
the basis of 


a full franchise. The same 
could not be introduced in Czechoslo- 
vakia, Austria, Yugoslavia, Hungary and 
Roumania, as there are offices in these 
countries who still operate without fran- 
chise. The Hail Pool therefore decided 
in the latter countries upon a conditional 
franchise of 5%. This means that hail- 
storm damages above 6% are fully re- 
funded; that is, without any deduction. 

This conditional franchise excluding 
the recovery of damages through thun- 
derstorm and doing away with small 
losses, causing so much expense to the 
companies, was in general appreciated by 
farmers. They acknowledged it is justi- 
fied. So after the big hailstorms of pre- 
vious years, in spite of the introduction 
of franchise and the advance in tariff 
rates, it was not difficult to extend the 
volume of business and to increase the 
number of policies. 


FILE CERTIFICATE 

The Exchange Underwriting Corpora- 
tion, 76 William Street, New York City, 
has filed a certificate in the office of the 
Secretary of State changing the par value 
and increasing the number of shares of 
its capital stock from 1,000 shares non 
par value to 2,500 shares $100 par value. 
Bonynge & Barker, 27 William Street, 
are attorneys for the cor- 


Manhattan, 
poration. 
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Explosion Insurance 


flash—followed by a shattering roar, may . 
mark the destruction of a profitable business. 


Modern manufacturing methods are more and 
more demanding the use of strong chemical re- 
agents and complex processes which endanger 
property over a large area. 


Aceidents happen regardless of the amount of 
caution taken. Explosion Insurance is an essen- 
tial means of protection against property loss. 


The recent explosion disasters make this an 
opportune time for Agents everywhere to sell this 
form of coverage. The rate is low,—but the need 
of protection is great. 


Our “selling informa- 
tion”, makes Side-Line 
selling easier. 





UNION ASSURANCE 
SOCIETY LIMITED 


OF LONDON 





NEW YORK CHICAGO SAN FRANCISCO ATLANTA DALLAS 
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Over 400 Companies 
In Dutch Markets 


ADEQUATE RATES 


Real Competition Exists Principally 
With Second Class Business Says 
Dutch Writer 


RECEIVED 








Why is it that over 400 insurance com- 
panies are represented in the marine in- 
surance markets of tiny Holland? For 
one thing, there is said to be no strict 
insurance laws nor legal formalities with 
which to be complied, and again there 
is a considerable amount of excellent 
business to be placed in the market at 
Amsterdam and Rotterdam. A Hollander, 
writing in the “Marine Underwriter” of 
Berlin, explains in the following fashion 
some of the problems now confronting 
Dutch marine markets as a result of the 
large number of competitors: “Those 
400 companies, therefore, are dividing the 
Dutch business among themselves, deduc- 
tion being made of that very considerable 
portion of it which migrates to London 
as a result of rate cutting. The distribu- 
tion is made in a very simple manner. 
What is known to be good business, i. e., 
the pure marine risks, not including spe- 
cial risks such as breakage, leakage, 
shortage, etc., is being covered at ade- 
quate rates with none but first-class com- 
panies. These are considered to com- 
prise the good Dutch, English and Swiss 
and beyond them a few of the leading 
Italian and Scandinavian companies. 

Few Chances for Outsiders 

“There is not the slightest chance for 
any other than the above-mentioned 
companies to get a share of that good 
business, because not only the insured 
but the brokers and banks as well are 
very hard to please, whenever they think 
they can afford to be particular on ac- 
count of paying adequate premiums, On 
the other hand, in cases where premiums 
are low or conditions unduly liberal or 
where undesirable lines or such as are 
persistently resulting in loss, are to be 
placed, the other companies are re sorted 
to. It is, therefore, with such ‘rejec- 
tions’ that those other companies have 
to build up their business. The cover 
notes will show at a glance whether or 
not the proposed risk is a first class one, 
since for the better class of risks the 
following clause is stamped on the slips 
by most of the brokers: ‘Belgian, 
French, Central European, and Scandina- 
vian Companies are not admitted.’ 

“It is true that, of late, there has been 
some talk of admitting the good and old- 
established German companies as well, 
but no positive results have as yet been 
come to. These latter companies, by the 
way, I need not refer to at all in this 
study, because their business, for the 
most part, i being taken care of by 
agents who had already represented 
them prior to 1914. They are either 
doing no marine business at all or, at 
any rate, an insignificant amount of it. 


Smaller Companies Cut Rates 

“In the main, it is left to the smaller 
and younger companies, most of them 
being represented by agency firms of like 
standing, to tackle the impossible task 
of making a profit on the kind of busi- 
ness that is within their reach. I know 
of several cases where firms who are 
the authorized general agents of some 
good companies, are representing one or 
more small German, French or Italian 
companies as well—for the benefit of 
their good companies, to ‘let them down 
easy,’ as they express it. Such agency 
firms can be easily identified; it is only 
Necessary to find out not onlv which 
companies they are not representing, but 
also which ones they have been repre- 
tesenting for some time past. In my 





MARINE HERO SENT SOUTH 





Board of Underwriters Appoint Capt. J. 
L. Duffey as Marine Surveyor 
of Houston, Texas 

Capt. John L. Duffey of New York, 
who is a marine surveyor, has been ap- 
pointed by the Board of Underwriters 
to serve as marine surveyor of Houston, 
Texas, for a short period. 

It was during the World War that 
Capt. Duffey gained fame as a hero. His 
ship the S. S. “Chemung,” was torpe- 
doed by a German submarine. The Ger- 
man commander gave orders that the 
“Chemung’s” flag be lowered. 

“Not while I’m alive,” said Capt. Duf- 
fey. His crew stood by him. The Ger- 
man sailors who had been ordered to 
lower the flag were afraid to touch it. 
“If the ‘Chemung’ must be sunk,” said 
Capt. Duffey, “She will go down with 
flying colors.” He and his crew refused 
tu leave the sinking ship until they saw 
that the Germans had abandoned the 
plan to lower the American flag. 

The German commander finally gave 
up the idea, when he saw how stubborn- 
ly Capt. Duffey maintained his ground, 
and agreed to let the ship go down with 
the colors flying. Then they took the 
captain and the crew off the sinking ship 
in two life boats and hs them to- 
wards the Spanish coast. Capt. Duffey 
is a scion of a seafaring family of the 
Pacific coast and for three years was a 
coast surveyor in the Phillipine Islands. 

IN NEW QUARTERS 

The Buffalo Fire Office, Inc., is now 
located in new or at 284 West Swan 
Street, Buffalo, - _Y. 





opinion it is out wan the question that 
such companies should be able to earn 
a single penny in this market. 

“The only results produced by their 
Dutch agencies will be, first, a loss for 
each of the companies, and besides, a 
ysl on of the Dutch business gen- 
erally. For it is invariably by these 
agencies that rate cutting is resorted to, 
which often compels also the better class 
of representatives to follow suit. It may 
be possible for such second class agen- 
cies to yield a profit during the first 
years while the business is still moving 
on an ascending line; but once the pre- 
mium income becomes stable or is falling 
off, the loss is bound to appear. 

“If the managers who are operating in 
Holland with such results, would with- 
draw their agencies and thus do their 
share towards bringing about the much 
needed improvement on the Dutch insur- 
ance market, both at Amsterdam and 
Rotterdam, this really would not even 
be a sacrifice on their part, but rather 
would they by such action improve their 
own business as well. 
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CHESTER M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 


Maryland Casualty Company (Casualty Lines) 

Harmonia Fire Insurance Company 

London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 


John 1363-5976 
New York City 














Fire Prevention Week 
Campaign Launched 


OBSERVED WEEK OF OCT. 3-9 





National Fire Protection Assn. Sends 
Out Campaign Material; Views 
Of T. A. Fleming 

The National Fire Protection Associa- 
tion has opened its campaign for a wider 
and more successful observance this year 
of Fire Prevention Week, which has 
been fixed for the week of October 3-9. 
The fifth edition of the Fire Prevention 
Week Handbook, with supplements, 
posters and letter stickers, have been 
sent out, together with other campaign 
material. These may be obtained from 
the N. F. A.’s headquarters at 40 
Central Street, Boston, Mass. 

In discussing the coming Fire Preven- 
tion Week, T. Alfred Fleming, of the 
National Board of Fire Underwriters, 
and chairman of the Fire Prevention 
Week committee of the N. F. P. A, 
says: 

“Fire Prevention Week is but the be- 
ginning of an entire year of fire con- 
servation endeavor. After the lull in all 
business, occasioned by vacations, we 
have this period to complete and enun- 
ciate a comprehensive program for the 
activities of months to follow. It is a 
period set apart for the concentration of 
our thought upon the greatness of our 
national fire losses of life and property. 
We are rushing on so fast in connection 
with our daily tasks that we fail to look 


within ourselves for possible leakages. 
Men in business always have a_ stock- 
taking period so as to balance their lia- 


bilities against their assets’ Thus they 
find their real worth. So, internation- 
ally, we stop during this period to ascer- 
tain the causes of this tremendous drain 
on our financial and natural resources 
and to adopt methods for the elimination 
of that part of the fire waste which is 
unnecessary. 
Problem for Every Person 

“Tf human nature 
burden upon some one else. We pass 
the subject over as lightly as possible, 
feeling that it is a problem only for cor- 
porations engaged in the business of pro- 
tection against fire waste. We fail to 
realize that these organizations only 
pass the losses on to the people in the 


always places the 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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future premiums for insurance carried. 
Business men add all amounts paid in 
the production of their product with the 
other costs of manufacturers and mer- 
chandising, and these are finally paid by 
the ultimate consumer. It is clear, there- 
fore, that a part of the cost of every 
article purchased by every citizen repre- 
sents the sum each individual pays for 
American carelessness, 

“From a recent survey of the fire loss 
statistics of our largest cities for the 
year 1925, we note that about 1 per cent. 
of the number of fires are responsible for 
66 per cent. of the loss. This should 
give us food for reflection. These are 
the fires, the losses of which ranged 
from $10,000 up. Such fires take plac: 
in what is known as the high valued dis- 
trict or the manufacturing and merchan- 
dising areas, the down-town — section 
where almost every large fire has one or 
more communicating losses. 

“The survey also shows the large per- 


centage of fires which take place in 
homes. From figures available through 
the Actuarial Bureau of the National 


Board of Fire Underwriters, we find 
nearly 60 per cent of the number of 
fires are in homes, an average of about 
800 for every day of the year. The causes 
of these losses are not hard to deter- 
mine. They result, chiefly, from hasty 
and ill-planned construction and _ bad 
housekeeping. When planning residence 
construction, few men give sufficient con- 
sideration to fire safety. Some of our 
homes kept immaculately clean in all liv- 
ing quarters, have in attics and closets 
and basements the evidences of the worst 
kind of dangerous housekeeping. 

“There is a lamentable lack of proper 
fire safety conditions noticeable in our 
schools, hospitals, churches and_ public 
institutions. In one of our smallest states 
3 school buildings were burned in the 
first three months of this year (1926). 
Records show that 5 school buildings 
and 5 hospitals are on fire every day of 
the year. The most important part of 
our citizenship, one-quarter of our na- 
tional population, is housed for over 200 
days of the year in our schools, the fire 
safety of which is very questionable. 
A survey of school, hospital and church 
properties shows that over 80 per cent. 
of these buildings are either structurally 
hazardous or by poor maintenance have 
become dangerous from the standpoint 
of general housekeeping.” 


ON GOOD WILL TRIP 


A number of St. Louis insurance men 
have gone to Europe with the Good Will 
tourists sent out by the St. Louis Cham- 
ber of Commerce. They will be gone 
for several months and while abroad 
will boost the advantages of St. 
Louis as a place to trade. Among the 
insurance men on the trip are F. C. 
Case, Louis Yeckel, Ed Weissenborn, 
William Protzman, W. M. Byrne and 
son, Harrison Byrne, and L. H. Kashner. 


“WILLING 

(lowa) Register—(Adv.)— 
Wanted at Once: About 500 people to 
give me some insurance to write, about 
half that many to buy farms, and a few 
people to make farm loans for and then 
I will be going good. When you feel 
that you can’t get skinned anywhere else 
you might just as well come and let me 
try it. If I don’t do it complete and 
satisfactory, your money refunded. Frank 
Andrews, real estate and insurance. 


Moorchead 





“Vic” Barry Nothing If Not Social 


\s everybody knows in the insurance 
business, there is no one in the frater- 
nity who is more social than James Vic- 
tor Barry, fourth vice president of the 
Metropolitan Life, and that he will go 
a long way for a friend has just been 
proved by the fact that he made a jour- 
ney of no less than 7,000 miles merely 
to pay such a call, choosing the hottest 
days of the year for the trip. This friend 
is H. ©. Fishback, of Olympia, Wash., 
Pacific Coast. a solid, substantial, good- 
natured, man who sits up when he comes 
because no berth on the train is 
commodious enough for him to sleep in 
with comfort. Incidentally, he is insur- 
ance commissioner of the state. 

When Mr. Barry went into Mr. Fish- 
back’s office the commissioner’s face 
lighted up. The following dialogue took 
place. 

“Well, well, if it 
Vic Barry. 
town? 

“TL just got here,” said Mr. Barry, us- 
ing his cighty-sixth handkerchief to mop 
his brow. “It certainly is good to see 
you. You are a sight for sore 

“You look a little 
Fishback 
over, 

“Yes, | lost about ten pounds on the 
trip as it was very hot traveling, al- 
though I gained a few pounds after eat- 
ing that delicious Columbia River salmon 
when | vot near your state.” 

“How did you leave the folks?” 

“Very well, thank you. And how’s the 
world treating you?” 

“Fine and dandy,” said Mr. Fishback. 
“Did you have an enjoyable and educa- 
tional trip on the way over. How did 
you find things ?” 

“Everything was splendid. Coming 
through the Mohawk Valley I noticed 
that there were more boats on the Erie 
Canal than formerly and I am glad to 
see the marine interests do so well, In 
Chicago I noticed more activity on the 
lake front, which seems to have more 
land in it than formerly. In North Da- 
kota I heard a lot of politics discussed 
in the smoking car.” 

“Did you hear any talk 
Coolidge 2?” 

“<a, Fes, 

“Were they for him or against him?” 

“Well, some were for him and some 
were against him?” 

“That’s the way it goes. No one seems 
to have 100 per cent. support as the pub- 
lic is fickle. By the way, I hope you 
can find time to come out and eat lun- 
cheon with me as I would like to see 
something of you while you are in town. 
Maybe you would like to see our Rotary 
Club in action or something.” 

“I shall be delighted to go with you 
anywhere you say as Tong as we can 
have a nice visit,” responded the Met- 
ropolitan Life official. 

Then they began telling each other 
funny stories and Mr. Barry informed 
The Eastern Underwriter that he found 
the commissioner as companionable as 


kasi 


isn’t my old friend, 
When did you blow in to 


eyes.” 
thin, Vic,” said Mr. 
after the first greetings were 


there about 


indeed.” 
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ever and that under the glow of his sun- 
shiny personality the trip was well worth 
the time it took, about two weeks. 

* ok Ok 


Barry’s Latest Story Involves Irvin Cobb 

Mr. Barry was asked what was the 
best story he told Mr. Fishback. He 
replied: 

“Irvin Cobb was a reporter on the 
New York ‘Sun’ of which Chester Lord 
was managing editor. At one stage of 
this part of his career when Mr. Lord 
and Mr. Cobb were not getting along 
any too well, Mr. Cobb having done 
something to draw upon his head a sharp 
reprimand from the managing editor, 
the humorist came into the ‘Sun’ office 
and was told by a reporter: 

““Boss’ Lord is not here today.” 
““What’s the matter?’ asked Cobb. 
Fie is ili,’ 
“T hope it 


said 
Cobb quickly.” 


is nothing — trivial,’ 


* * ok 
Did Discuss Insurance a Little 

_P. S.—Mr. Barry was asked if he had 
discussed the subject of insurance with 
Mr. Fishback. 

“Very little,” he replied, “although 
there were a few comments made about 
vroup life insurance.” 

x Ok Ox 


A Fine Police Commissioner 

Police Commissioner McLaughlin 
made a very fine impression upon the 
representatives of fifteen or so casualty 
companies who met him last week at a 
Bankers’ Club luncheon, the host of 
which was James J. Hoey. The com- 
missioner of police is one of those solidly 
built men who carry through when they 
launch a project. He is about six feet 
tall and must weigh nearly 200 pounds. 
His strong face is a pleasant one and he 
early learned the value of a smile. His 
talk is pungent and about him is an air 
of vitality, vigor and self confidence 
which is most impressive. He started 
life as a newsboy, selling such papers 
as the “World” near the Brooklyn Bridge 
when fourteen years old. 

McLaughlin entered the Banking De- 
partment after experience in a Brooklyn 
bank. His first job was that of examiner 
from which he rose to the top, making 
such a good record that he seemed the 
ideal man for police commissioner and 
was finally induced to accept the ap- 
pointment. He was described at the 
Hoey luncheon as the best police com- 
missioner the town has had in a decade 
or so, 

* * x 
Truck Robberies 


One of the surprising statements made 
by the Police Commissioner at the lunch- 
eon already referred to was that there is 
a great deal of collusion in truck robber- 
ies; in other words, that many of them 
are not on the level. The commissioner 

called attention to the truck driver who 
was recently followed by stick-up men 
in an automobile. They caught up with 

ehim and tried to hold him up, but draw- 


This led the 


ing a revolver he shot two of the thieves. 
commissioner to make this 
statement: 

“You can’t tell me that a red-blooded 
man on a truck, several feet above a 
bunch of crooks, will give up a load of 
furs or silk without putting up a fight, 
just as this driver did, especially in the 
crowded streets of New York; that is, 
unless it is a fixed up job.” 

* * x 


Stealing Silverware in Hotels’ 
Not all robberies at hotels are 
of professionals. In his fascinating story 
in the “Saturday Evening Post,” de- 
scribing his experience as a famous New 
York restauranteur, George Rector says 
that in his Broadway restaurant of la- 
mented memory souvenir hunters took 
about 2,000 pieces of silverware a year, 
“including demi-tasse spoons, bouillon 
spoons, sugar tongs, graduating in size 
up to a coffee percolator. In figuring 
wear and tear by the year, we always 
allowed $20,000 for evaporation in silver- 
ware. This is a conservative estimate.” 
Continuing he said: “I think the cli- 
max in souvenir collecting was reached 
one pleasant evening in winter when a 
lady carried out an eight-pound coffee 
percolator under her evening wrap. The 
wrap was worth about $8,000. The per- 
colator cost about $75. Broadway was 
amazed that evening by seeing a lady 
and gentleman leap out of a_ blazing 
two-wheel hansom cab. The lady had 
forgotten to extinguish the motive pow- 
er of the percolator, which was alcohol. 
[ think the lady was using the same mo- 
tive power.” 


those 


x * x 
A Case Fought By Abraham Lincoln 


Recently, | referred to the interesting 
“Life of Abraham Lincoln,” written by 
William FE. Barton. In looking over the 
book again I note a case in the chapter, 
“Lincoln As a Lawyer,” which will inter- 
est insurance men. It is described as 
follows : 

“Lincoln’s legal business brought him 
to Chicago occasionally, and there he 
practiced in the District Court of the 
United States. The Chicago fire in 1871 
destroyed the records of all these cases. 
Only two of them are known. The first 
of these was the case of Hurd vs. the 
Rock Island Railroad Bridge. It is popu- 
larly known as the ‘Effie Afton Case.’ 
The ‘Effie Afton’ was a steamboat owned 
in St. Louis. She ran against one of the 
piers of the Rock Island Railroad Bridge 
and took fire. The bridge was damaged 
and the boat was wholly destroyed. The 
case was considered of great importance, 
because St. Louis depended for its hope 
of growth on the commerce of the Mis- 
sissippi River, and Chicago depended on 
her railroads and the lakes. It was pop- 
ularly charged in Chicago that the St. 
Louis Board of Trade had bribed the 
steamboat captain to steer his boat 
against the pier of the bridge. Lincoln 
appeared for the railroad company. His 
argument is not on record, but it is re- 
membered that he based his claim for 
the railroad upon the simple proposition 
that ‘one man has as good a right to 
cross the stream as another man had to 
navigate it.” 

* ok oR 
New Role for Sam Behrendt 


The cyclonic Sam Behrendt of Los 
Angeles has starred in about every kind 
of insurance there is from insuring Ben 
Turpin’s eyes from going straight where- 
as now they are cross-eyed to writing a 
fleet of ships on the California coast. But 
this week he is shown in a new light as 
there is a first page story in the Travelers 
publication “Protection,” headed “Sam 
Sehrendt Now a Group Leader.” 

Reading the story it develops that he 
has won second place in qualifying for 
the 1926 Group Leaders Club. Last year 


he was a member of the Life Leaders 
Club of the company and he has already 
qualified for the Life Producers Club. 
One of his achievements was closing of 
two group life and two group accident 
and sickness cases, with a total estimated 
premium of $17, 


As Sam Behrendt has generally been 
known as a casualty or a fire insurance 
man, the above information will interest 
his many friends in the fraternity. These 
friends include the many Eastern insur- 
ance men who have been shown the 
woods, wilds and stars of Hollywood by 
Mr. Behrendt. Incidentally, he is presi- 
dent of the Behrendt-Levy Co., Inc., 
which has had a lot to do with the suc- 
cess of the Insurance Exchange Build- 
ing, Los Angeles. 

* * x 


What Happened to a Bull Insured for 


In England more companies write live- 
stock insurance than companies do in 
this country. An interesting livestock 
loss was recently arbitrated in that 
country, the case being Jack vs. Eagle, 
Star & British Dominions. The story 
of the arbitration is thus given in a 
British insurance periodical: 

“Mr. John L. Wark, K.C., Edinburgh, 
has given an award in an arbitration 
submitted to him regarding a claim for 
the death of a Friesian bull which was 
due to the animal having swallowed a 
piece of thick wire, the points raised in 
resisting the claim being that the fatal 
injury was due to malice or neglect. The 
claim was under an insurance for £3,000, 
subsequently reduced to £2,500, but the 
award was for £1,400, the market price 
of the bull at the time it died, the arbi- 
trator holding that the insurance com- 
pany had not established either point 
raised by it in its resistance of the claim. 

“The animal belonged to Mr. W. C. 
Jack, a farmer, of Robiesland, Lanark- 
shire, and the probability is that the bull 
swallowed the wire accidentally among 
its hay.” 

ek & 


Canned Talks 


| have often wondered why a sales- 
man who is licked in his interview, and 
who knows he is licked, doesn’t fade out 
of the picture more quickly and_ solicit 
someone who is more receptive on the 
theory that there are plenty of good fish 
in the sea. Why does he hang on and 
insist upon giving his sales talk to the 
bitter end, especially if it is a canned 
one? | think one of the most. irri- 
tating things in business life is the 
“canned” talk delivered in a sing-song 
tone and immediately recognizable. 
When it is spotted attempts are made 
to stop the salesman. As well try to 
hold back Niagara. He goes along wast- 
ing his own time and the other man’s 
answering every argument that comes up 
and taking more delight in overcoming 


those objections frequently than he 
would if he made the sale. 
In life insurance it strikes me_ that 


there are too many interviews before the 
sale is made and too much waste in the 
interview. Many agents have the im- 
pression that an interview should be a 
long-winded affair, very complicated, 
each phrase fitting into the other, with 
a minimum of half an hour in presenting 
the dialogue, especially rebuttal if re- 
buttal is needed. 
* ok * 


Another Lloyd’s Freak 

When the correspondents of the New 
York newspapers in London want a freak 
story they dig up something about a new 
Lloyd’s coverage. Here’s a despatch 
published in the New York “Herald- 
Tribune” of a few days back: 

London, Aug. 5—A prominent London 
insurance company rates the odds against 
the American government rescinding or 
amending the prohibiiton laws within the 
next twelve months at 50 to 1. Today 
an insurance policy for more than $50,- 
000 was taken out by a holder who wants 
to indemnify himself against any mcas- 
ure to permit the sale of alcoholic bev- 
erages in the United States within the 
next year. 

The holder of the policy has paid £210 
to the insurance company. If the Vol- 
stead law is repealed or amended inside 
of a year the holder will receive £10,000. 
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“Saturday Evening Post” Surety 
Story Built on Rosston’s Facts 





Remarkable Tale of Production and Inside Infor- 
mation About Business Furnished by $100,000 
a Year Sales Star; Tells of Finance Company 
Bonding, and of Ownership of Prewar 
Gin; British Government Wanted 
4,000 Reindeer Bonded 


One of the most remarkable insurance 
stories yet printed in a magazine of na- 
tional circulation appeared in the “Sat- 
last week, under 
the heading, “Bonding Human Nature.” 

It was an anonymous article told by a 
master surety and bonding salesman to 

Myron M. Stearns of the S.E.P. staff. 

While the name of the man who fur- 
nished the facts is not divulged, the facts 
themselves disclose the identity of the 
author, who is David L. Rosston of the 

National Surety Co., regarded as_ the 
master bonding and surety salesman of 
the United States. The facts about his 

early career, such as having been with 

a mercantile agency, and the account of 

his interview with the head of the Na- 

tional Surety asking a raise in salary 
correspond exactly with talks which re- 
porters of The Eastern Underwriter have 
had with Rosston, and I*esident St. 
John told The Eastern Underwriter this 
week that there were many other facts 
in the story which prove that Rosston 
furnished the material. One of these in- 
cidents we - an account of an interview 
with Mr. St. John about a raise in salary. 


urday Evening Post” 


Salary Interview With St. John 

The interview with St. John was par- 
ticularly striking. 

Rosston had been working mostly on 
small fraternal order bonds of only $500 
or $1,000 and wasn’t getting much in- 
come because of the small sales. The 
premiums were $5 and $7.50. He wanted 
a raise, but was refused. He decided to 
go to Mr. St. John. He was rather non- 
plussed at his own nerve and began to 


stammer. An account of what followed 
is thus given: 
“Mr. Smith told me I could speak 


to you about getting a raise.” 
“You've not been bringing in much 
money in premiums,” said the big 
executive briefly. - “Sorry, but we 
have to judge a man by the results 
he gets.” 
That started me! 


After running 
my feet off all 


over the city on 
little one-horse investigations, to be 
told that I wasn’t getting results! 
After all my pride in my $500 and 
$1,000 bonds! I forgot all about be- 
ing in the office of the important 
man. I forgot all about my em- 
barrassment. All I saw was red. 
“That's not fair!” I almost shouted 


at him. “I’ve had my addresses 
given to me. I haven’t had a chance 
to get anything except small pre- 
miums.  I’ve— And I went on 


and gave him the whole story. It 
must have been quite a tirade. At 
first he only raised his eyebrows. 
Then he stood up. I kept right on. 
Nothing in the world seemed so im- 
portant as to make him see that | 
was right; that to judge me on the 
total amount of the premiums I'd 
brought in was utterly unfair. 

“T ought to be getting your sup- 
port,” I ended, “instead of criti- 
cism. I’ve been given little piffling 
odds and ends to look up all over 
the city, and I’ve done a good job 
with ’em. Now I want something 
more important.” 

Perhaps it was my dead earnest- 
ness that impressed him; it may have 
been the energy, the confidence, the 
conceit, if you will. I always talk 
best when I’m mad. 

“If you can talk to other men the 
way you've just talked to me,” he 
told me, “you've got the making of a 
real salesman in you. We'll give you 
your chance.” 

I walked out of the office on air! 


Wanted Reindeer Delivery Guaranteed 


Rosston told a number of interesting 
stories about the coverages which the 
surety companies are asked to assume. 
Along this line he said in part: 

“Little by little, during the past ten 
years, selling a bond of one sort here 
and a still bigger one of an entirely dif- 
ferent type the next week, I have learned 
almost all there is to know about surety. 
Yet the business has grown so fast, and 
is so diversified, that I am. kept jump- 
ing by the new details that crop up with 
each new risk. For example, one of 
the contract bonds I was working on a 
while ago—which failed to go through 
when, after long negotiations, the prin- 
cipal was finally unable to get together 
the security we demanded—concerned a 
$1,000,000 deal in reindeer. It seemed 
that nations with possessions in the Arc- 
tic and Antarctic develop the reindeer 
industry in order to foster the animal 
life that is necessary to support human 
life in those cold latitudes. Some years 
ago the United States Government went 
into reindeer breeding in Alaska, and im- 
ported a herd from Norway. The ani- 
mals died. The Alaskan climate wasn’t 
right. Siberian reindeer, sold to us by 
the Russian Government, did better, and 
are now being bred successfully in Alas- 
ka. - Recently when the British Govern- 
ment wanted 4,000 reindeer, it went to 
one of the biggest reindeer dealers in 
the world, who lives in San Francisco. 
He was to drive the reindeer 1000 miles, 
from Alaska to British Columbia. ‘The 
herd, it was estimated, would increase 
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by 1000 in the 
the trip. 

“The British Government demanded a 
surety bond that the reindeer would be 
delivered. Even though the deal fell 
through, the project gives an idea of 
how large transactions in little-known 
businesses may be. 


Have Half of Prewar Gin 


“An amazing variety of bonding is nec- 
essary where, in businesses for which 
Federal, state, or municipal governments 
require permits or licenses, surety com- 
panies have to guarantee that the li- 
censees will not overstep their permits. 
The list includes dealers in hog-cholera 
serum, fortune tellers, embalmers, collec- 
tors of birds’ eggs, clam dredgers, manu- 
facturers of lightning rods, and enough 
more to make you dizzy. Three surety 
companies now own half the entire sup- 
ply of pure prewar gin officially acknowl- 
edged to be in this country. There are 
105,000 gallons, made in Peoria, Ill. It 
was taken as part of the collateral when 
a steamship corporation failed for a big 
loss under a $1,000,000 bond which the 
three companies had underwritten to- 
gether. Storage charges alone, on that 
gin, run to $10,000 a year.” 


two years necessary for 


His Income 


In concluding his story Rosston makes 
this statement about his income: 

“lve never regretted my choice of the 
surety business for a life work. I’ve 
seen it progress, step by step, to bigger 
and bigger fields. It has given me, per- 
sonally, a larger return each year in 
both satisfaction and money. From the 
very start of my work as an outside 
agent, following my years of drudging at 
sixty dollars a month, I have made good. 
Today | have my own selling staff, or- 
ganized as a separate corporation, to fol- 
low up and complete the business I bring 
in. | am looked upon as one of the Ko- 
getters of the entire industry, and enjoy 
a personal income from my commissions 
that usually runs above $2,000 a week.” 


RICHARD A. ELMER DEAD 


Richard A. Elmer, an examiner in the 
State Insurance Department, attached to 
the fire bureau and one of the oldest of 
the staff in the department, died last 
week at the White Plains hospital. Mr. 
Klmer, who was 51 years old, entered the 
department in 1899. He is survived by 
two brothers. The funeral services 
were held on Saturday last from the 


Lockwood Chape, in White Plains, N. Y. 


When Car Owners or 
Drivers Are Liable 


LEGAL POSITION SUMMARIZED 
U. S. Commerce Chamber Issues Bulletin 
Listing Various Liabilities 
of Motorists 

Many holders of automobile property 
damage and liability insurance policies 
are not altogether certain of the various 
liabilities of the motorist while on the 
road, the types of accidents for which 
he may be called upon to pay if not in- 
sured, or which his insurance company 
must investigate if insurance is carried. 
The insurance department of the Cham- 
ber of Commerce of the United States 
has just prepared a_ bulletin, listing 
among other information many instances 
of potential liability. 

With reference to the ownership and 
operation of automobiles, most important 
factors for insurance policy holders to 
consider, the pamphlet says: 


Cars Driven by Chauffeurs 


_ “An automobile 
for the conduct of 
performing the 


owner is responsible 
his chauffeur while 
business of the owner. 
Between the owner of the automobile 
and his chauffeur, while that latter is 
engaged in the owner’s business, the re- 
lation of master and servant exists and 
the rules of law applicable to that rela- 
tion apply. If the chauffeur uses the 
car without the owner’s consent or uses 
the car for his own purposes, the owner 
is not liable for the chauffeur’s négli- 
gence. Where a chauffeur, while on his 
master’s business, deviates from that 
business for his own purposes, it has 
been held that the owner is not liable 
for the chauffeur’s negligence. 
The Guest Hazard 
“As a rule an automobile owner is lia- 


ble for negligence resulting in injuries 
to a guest while an occupant of his car. 


There are exceptions to this general 
rule. An automobile owner or driver 
may be relieved of liability on account 


of an injury to a guest, when the guest 
is guilty of contributory negligence. If 
a driver is operating a car in a reckless 
or dange rous manner and the guest hav- 
ing time and opportunity for protest, 
makes none, he has no recovery against 
the driver. This failure to act is con- 
strued as contributory negligence. Or- 
dinarily a passenger in an automobile has 
no control over its operations and is not 
liable for the driver’s negligence, but a 
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who participates in the ac- 
live management otf the car may be liable 
for the negligent conduct of the driver. 


The Family Car 


“An automobile owner is not ordin- 
arily liable for the negligent operation 
of his car by a member of his family 
merely because of the family relation- 
ship. The liability arises when the car 
is being driven for the owner’s purposes 
1 those of his family, and is usually 
based upon an extension of the doctrine 
of agency. Thus it has been held that a 
father was not liable for the negligent 
driving of his son, when the son was on 
his own personal rather than family bus- 


passenger 


iness. On the other hand, an owner of 
an automobile was held liable in a case 
where his daughter injured a pedestrian 
while driving her father’s automobile to 


get a pair of her shoes. This is rather 
an unusual case, but shows the trend of 
the courts. An owner may be liable 
for an accident because he permits his 
son to operate his car in violation of a 
law prohibiting any one under sixteen 
to operate a motor vehicle. 
This is direct negligence on the part of 
the owner. In some cases though, the 
liability of an owner has been extended 
to cover the negligent driving of a mem- 
ber of his family, even though driving 
for the member’s own purposes, when 
the car had been bought for family use. 


Liability When Car Is Loaned 


“In the absence of a specific statute, 
when an automobile owner loans his car 
to another person, and the borrower uses 
the car for his own purposes, the owner 
is not liable. It has been held that an 
owner is liable when he knowingly lends 
his car to an incompetent person, and 
that person injures some one by negli- 
vent driving. The owner here is negli 
vent in lending his car to this type of 
person. When a person drives the car 
of the owner at the request of the lat- 
ter, the owner may be held liable for 
the driver’s negligence, on the ground 
that the driver is the agent of the own- 


cr 


years OF age 


DAILY CONSTRUCTION TIPS 


U. S. Fidelity & Sue Now Furnish- 
ing Agents with Daily Reports 
on New Buildings 
It has been announced in the 
bulletin of Schryver & Geyler, managers 
of the Newark branch of the U. S. Fi- 
delity & Guaranty that the company has 


made 


August 


arrangements for a daily construc- 
tion report service, for the purpose of 
giving their agents tips on such business. 

Kach branch office will distribute to 
the agent in the town all reports on pro- 
posed and contemplated construction 
work and contracts awarded, together 
with the names and owners, architects 
and engineers. If the contract has been 
awarded, the agent will be informed of 
the successful bidder. .This data will be 
contained in a form letter especially de- 
signed for this purpose. 

These daily reports will embody the 
very latest and up to the minute tips on 
building and construction projects and 
will be of great value in obtaining busi- 
ness on bonds, liability and plate glass 
business. 

The special travelling agent will assist 
in the interviewing of contractors and 
general solicitation of the business. 


MADE LIABILITY MANAGER 


Kdward C. Rodger is the new super- 
intendent of compensation and _ liability 
of the Norwich Union Indemnity at its 
home office, succeeding F. E. B. Scott, 
who has been made manager of the new 
Philadelphia branch office of the com- 
pany. Mr. Rodger comes from the New 
York Indemnity. 


JOINS NATIONAL BUREAU 


The Constitution Indemnity has joined 
the National Bureau of Casaalty & Sure- 
ty Underwriters for compensation, liabil- 
ity, automobile and burglary lines. 





Will New Association 
Change Bureau’s Scope? 


SO AS TO HANDLE RATES ONLY 


Casualty Punibionte Oreeniantion Would 
Take Over Activities Now Super- 
vised by Bureau and Other Bodies 


A discerning casualty executive made 
the observation this week that the rea- 
son why the agitation for a Casualty 
Presidents Association comes up at this 
time is because the National Bureau of 
Casualty & Surety Underwriters is un- 
dergoing somewhat of a reorganization 
due to the resignation of Jesse S. Phil- 
lips. 
was some thought 
during Mr. Phillips’ reign at the Bureau 
of enlarging its scope, so that all of the 
activitics of the 
would be centered in that organization. 


He says: “There 


co-operative companies 


This would mean that the National Bur- 
eau would not only serve the companies 
as a rate making organization, but would 
also through appropriate departments 
take over some of the functions now 
handled by such bodies as the Casualty 
Information Clearing House, Workmen’s 
Compensation Publicity Bureau and the 
International Association of Casualty & 
Surety Underwriters. 

“Now that Mr. Phillips is out and 
there seems to be some difficulty in se- 
curing as his successor a man with the 
qualifications necessary to manage a 
consolidated organization of this type, 
it may be found necessary to reduce the 
National Bureau to a body devoted ex- 
clusively to the establishment and ad- 
ministration of rates. This is provided 
some new organization of the type sug- 
gested by A. Duncan Reid, president of 
the Globe Indemnity, is formed to em- 
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brace all the co-operative activities of 
the companies.” 

This executive points out that the sit- 
uation in the National Bureau is almost 
analagous to the position the National 
Board of Fire Underwriters found itself 
in at one time. The National Board 
found it impossible to mix rate making 
with activities of a general nature and 
the result was that the making of fire 
insurance rates was turned over to the 
New York Fire Rating Organization, and 
similar rating bureaus in different parts 
of the country, leaving the National 
Soard to concentrate on such problems 
as fire conservation and prevention. It 
is thought that the proposed Casualty 
Presidents Association may fit into the 
scheme of things in a similar manner 
and leave the National Bureau to devote 
all its energies to casualty rate making. 





WITHDRAWS SOME POLICIES 


Details of Changes Made In Indemnity 
of Connecticut General Health 
and Accident Policies 


The Connecticut General has an- 
nounced certain changes in the accident 
department program. It will discontinue 
issuing the $5 MH personal automobile 
policy, but will continue to issue the $10 
form, which provides for more adequate 
principal sum benefits for the insured. 

The company has also withdrawn a 
number of health policies, but will con- 
tinue. to issue those forms providing for 
a preliminary waiting period before ben- 
efits are paid. It is felt that short ill- 
nesses are not a heavy expense burden 
to the individual, and that a contract 
for the same premium, providing for 40% 
more protection in the case of longer ill- 
nesses is more desirable. 

No new accident or health policy will 
be issued for a minimum premium for 
its term of less than $10, 


We stake a 
reputation 
on prompt 
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New Presidents Ass'n. 
Not a One Man Dream 


REID DENIES CREDIT FOR IT 


An Executive Close to Him Says No 
Definite Plan Has Been Formulated; 
Dinner Meeting Anticipated 


Following an interview which a repre- 
sentative of The Eastern Underwriter 
had with a casualty executive close to 
President A. Duncan Reid of Globe In- 
demnity, it would seem that all the talk 
so far about the proposed Casualty Pres- 
idents Association is rather premature. 
This executive said that neither Mr. 
Reid nor anyone else had a definite plan 
to present at this time. In fact, there 
has not as yet been a meeting of casual- 
ty presidents to even discuss the matter. 

“As a matter of fact,” said this execu- 
tive, “it is a mistake to credit Mr. Reid 
as the sole originator of the idea. He 
floes not desire it in the first place and 
furthermore, a Casualty Presidents As- 
sociation has been in the offing for some 
time past. 

“No organization of this nature, 
ever, 


how- 
embracing such a broad field of 
activities, can be a successful reality if 
it is the product of one man’s mind. 
There must be a strong feeling for 1t 
before it will go through.” 


The Dominant Idea 


If the Casualty Presidents Association 
is definitely formed its dominant pur- 
pose, in the opinion of this executive, 
will be to educate casualty executives 
on matters not pertaining to the various 
bureaus but on the broad general prin- 
ciples of the business. To attempt to 
start such an organization with the sole 
purpose of amalgamating the bureaus 
that are now running along in good 
shape would be folly, he said. 

But the glaring fact facing casualty 
executives is that “whenever there is 
need for the casualty and surety com- 
panies to get together on a matter of 
importance, there is no organization as 
such, which will enable them to do so. 
Such matters as Federal taxation, legis- 
lation, cost of operating the companies, 
as well as public relations, can be set 
down as definite functions of the pro- 
posed association. Matters of a contro- 
versial nature, such as rating and prob- 
lems of administration, will have no 
place in its sphere of activities, being 
relegated to other bureaus that it may 
be wise to continue. 

It is felt also that if Superintendent of 
Insurance Beha of New York had had 
the co-operation of a Casualty Presidents 
Association in the regulation of surety 
acquisition costs that it would have been 
of immense help to him. 

It is the opinion of this executive that 
President Reid will in all probability 
take a definite step in the very near 
future in forming the proposed associa- 
tion and most likely he will ask a num- 
ber of casualty presidents to discuss it 
with him at a dinner meeting. 





Williamson Story 


(Continued from page 22) 
absolute command of ice craft. I believe 
that the worst skater of the club would 
be good enough to excite admiration 
amongst those English exponents of the 
art who have not had the advantage of 
attending winter sports on the Contin- 
ent. 

Back in New York I gathered up the 
threads of my activities and prepared for 
departure home, but I am sure any read- 
er who has persevered so far will be 
wondering what I have to say about Pro- 
hibition. To be candid, one of the ob- 
jects of writing these notes was to give 
my views on this subject. Everybody 
talks about it and the concensus of opin- 
ion is . . . (Censored—unprintable! 


Ed., N.U.M.) 
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Beha Co-Operates In 
New Burglary Bureau 


GIVES USE OF MEETING ROOM 





Enlargement of Plan’s Scope Now Under 
Consideration; Significance of Police 
Commissioner McLaughlin Lunch 





The appointment of a committee to 
investigate and settle burglary and other 
losses through a central bureau which 
was done at a luncheon given by James 
J. Hoey, of Hoey & Ellison, last week 
to Police Commissioner McLaughlin, was 
received favorably in the casualty insur- 
ance world. 

One of the most interested auditors at 
the luncheon was Superintendent of In- 
surance Beha and at the conclusion of 
the lunch he said that the committee 
room of the New York Insurance De- 
partment, 165 Broadway, was at the dis- 
posal of the committee. He expressed 
his willingness to co-operate and assist 
the committee in every way. 

The first meeting was held on Tues- 
day at two o’clock. The committee con- 
sists of A. Duncan Reid, chairman; E. 
A. St. John, Frank J. O’Neill, Edson S. 
Lott and John McGinley. 

At this meeting the following report 
to all companies writing burglary insur- 
ance in Greater New York was adopted 
which calls for the formation of a cen- 
tral burglary insurance bureau: 

1. The snl au shall investigate all applicants 
for burglary insurance in Greater New York. 

The bureau shall investigate all losses re- 
pe under burglary insurance policies. 3. 
The bureau shall determine all values of mer- 
chandise reported as_ stolen bn connection with 
burglary insurance policies. The bureau shall 
recommend the amount ae in connection 
with any loss Hag” ag under a burglary insur- 
ance policy. The bureau’s general purpose 
shall be to ices conditions in the writing 
of burglary insurance in Greater New York; to 
prevent burglaries in said city; to co- operate 
with the District Attorney’s office in appre- 
hending and prosecuting burglaries and false 
and fictitious claimants under burglary policies. 
6. A thoroughly competent and reliable man shall 
be placed in charge of the bureau who is ac- 
ceptable to the Police Department of the city. 

Hoey’s Views as to Scope of Bureau 

James J. Hoey, of Hoey & Ellison, be- 
fore leaving upon his vacation said this 
week 

“For the first time in many years the 
insurance companies have an open door 
to police headquarters and the positive 
assurance of the Police Commissioner 
that the best detective talent of the de- 
partment is available at call. 

“T do not think that the proposed cen- 
tral bureau should be limited to handling 
burglary losses but that it should han- 
dle all losses that might be referred to 
it. In other words, a company would 
pay its legitimate small losses where it 
was proven conclusively that the loss was 
an absolutely honest one, but where there 
was any suspicion of crookedness the 
loss would be referred to the Central 
Bureau. It is no doubt well known to 
you that under Owners’ and Tenants’ 
policies the companies are paying, day 
in and day out, countless numbers of 
fraudulent claims. Crooked lawyers in 
co-operation with unscrupulous tenants 
are mulcting the insurance companies in 
this city of hundreds of thousands of dol- 
lars annually. 

i | believe. also that the fire insurance 
companies writing automobile insurance 
would be glad to pay a portion of the 
expense of a Central Bureau so as to 
have automobile theft losses in the hands 
of competent and experienced executives 
who would have a close contact with the 
Police Department. The companies writ- 
ing inland marine transportation risks 
have suffered a heavy loss for several 
years because of the theft of silks, furs 
and other valuable merchandise from 
trucks and automobiles in this city. I 
have no doubt these companies would 
welcome a central bureau and be glad to 


pay a portion of its expense of opera- 
tion. 


A Letter Written by Reid in 1923 

As far back as December, 1923, A. 
Duncan Reid wrote the following letter 
to companies relative to burglary losses: 

“The conditions surrounding burglary 
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losses in the city of New York, which 
have been running rather heavy for some 
time past, and the general unsuccessful 
efforts of the burglary insurance compa- 
nies in running down the burglars or in 
recovering the stolen goods—particularly 
furs, prompt me to suggest the wisdom 
of your giving careful thought to the de- 
sirability of a group of the burglary 
companies concentrating their special in- 
vestigation work in the hands of one, 
two or three unusually competent men 
who could apply themselves to a thor- 
ough investigation of the burglaries and 
the running down of the culprits. 

“Tl am afraid that an analysis of the 
efforts being made by the burglary com- 
panies as a whole in their investigation 
work on these various losses: would not 
be particularly comfortable as demon- 
strating the implied duty that we have 
to the public of exerting every possible 
effort to ascertain and to prosecure the 
persons committing these crimes. I am 
convinced that we can improve condi- 
tions for ourselves, and perhaps for so- 
ciety as a whole, if we will only give 
some concentrated thought to the prob- 
lem and work out a practical basis of 
co-operation. In my judgment the situa- 
tion demonstrates the old adage, ‘United 
we are strong, divided we are weak.’ 

“Will you be good enough to let me 





SEEK RECOVERY OF POLICIES 

The Aetna Life has filed a petition in 
the Supreme Court of the United States 
for a writ of certiorari to the Circuit 
Court of Appeals, and to have removed 
from there the record of the case of the 
Aetna Life, plaintiff in error, vs. Her- 
mina Bundscho, wherein the defendant 
in error seeks to recover against the pe- 
titioner upon two policies of insurance 
upon the life of her late husband. The 
petitioner alleges that the Circuit Court 
was in error as follows: (1) Holding that 
Bundscho had accepted a counter-offer 
of the petitioner and that, therefore, a 
contract of insurance was concluded ; (2) 
In deciding that a subagent had author- 
ity to waive payment of first premiums 
and to deliver the policies upon an ex- 
tension of credit; (3) In holding that the 
testimony of the subagent as to conver- 
sations with Bundscho i in respect to ar- 
rangements for the waiver of payment 
of first premium and the delivery of the 
policies was competent. 
have the benefit of your views. TI am 
pen to a number of the other execu- 
tives in a similar manner in the hope 
thar we as a group may be able to find 
a basis that will bring about what I 
believe would be a very decided improve- 


ment in the practical conditions as they 
are today.” 
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Healthy Condition of 
The General Accident 


SHOWN BY FIRST HALF OF 1926 





Automobile Business Has Boomed But 
A. & H., Burglary, Plate Glass and 
Steam Boiler Need Improving 





In spite of the fact that no campaign 
for more business has been conducted 
during the first half of this year, the 
General Accident in its message to the 
field force reports that its premium ac- 
count stands now more than a million 
dollars greater than the first six months 
of 1925. The company expects that it 
will reach the $15,000,000 goal which it 
set for itself this year. 

In one of the recent messages deliv- 
ered by General Manager Frederick 
Richardson he spoke of a well-balanced 
business and urged a more intensive de- 
velopment of the’ accident and health, 
plate glass and burglary lines of the 
company. The question may be asked, 
what constitutes a well-balanced casu- 
alty agency? This the article endeavors 
to illustrate by setting down the pre- 
miums produced during 1925 by casualty 
stock companies in the lines written by 
the General Accident, indicating opposite 
each department of busine ss its percen- 
tage to the total. The record of the 
company itself follows: 

Automobile 


Penoveceachaseus 6,425,109 4847 
COMNEMNNIOUD: (5 dcaecdes casks 3,936,969 .2971 
Liability Other than Automo- 

OU aiden cunadevadwaadana 1,071,837 .0808 
WINE Vos cosideddnncdccecs 402,477 .0304 
WUNNEE mn eweldawadecevee<e 233,892 .0176 
yo gh Ee ee 165,431 -0125 
SY AE Ra ee ne 191,911 .0145 
Steam Boiler .....<.ccccccscs 33,219 -0025 
Property Damage Othen Than 

ROMMUUNE o6 co cteciccces 7,271 .0036 
EMGUNISUEE oo cdtc cee cesaces 747,393 .0563 

13,255,509 100% 


Conclusions Reached 
“We are happy over the 


showing of 
our automobile 


business,” the General 
Accident advises its agents, “which is 
ten points in excess of the average of 
all companies. ‘This is fine, and while 
we welcome all the good automobile bus- 
iness that our agents can produce, still 
we have no desire to develop into an 
exclusive automobile company, but de- 
sire to be regarded as a company equally 
strong in each branch of its business. 
In the compensation department our av- 
erage is just two points over the 
age, and we feel this should be 
to a point certainly not 
average of all companies. 

“Liability business (other than 
mobile), has advanced materially 
the last several years and now 
sents practically 10 per cent. of the 
alty lines written by stock companies. 
It will be noticed we are a trifle weak in 
this department by comparison. How- 
ever, 1926 has already shown a substan- 
tial growth in this department, and we 
are satisfied that some of our agents at 
least are grasping the opportunity pre- 
sented by the possibilities of this de- 
partment, and we urge all the agents 
to seize upon the wonderful opportuni- 
tics in the general liability field. 

Weaknesses Pointed Out 

“The figures of our company glaring- 
ly reveal a condition to which we have 
referred on numerous occasions, and that 
is, the weakness as regards our accident 
and health, burglary, plate glass and 
steam boiler premiums. Our accident 
business represents 3 per cent. of our 
total writings, whereas in the schedule 
first referred to the percentage of 
dent business to the 
per cent. 

“This very profitable line to the agents 
is one which it is very evident they are 
neglecting, and what is said of our ac- 
cident department refers to our burglary 
and plate glass departments. The burg- 
lary writings represent almost 6 per cent. 
of the total writings, whereas our per- 
centage to our total writings is less than 
2 plate glass premi- 


aver- 
reduced 
to exceed the 


auto- 
during 
repre- 
casu- 


acci- 
total is nearly 10 


2 per cent., and the 
ums represent a total of nearly 4 per 
cent of the total writings, 


whereas our 
figures are 1% per cent.” 
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Century Indemnity Is 
Started on Its Career 


ORGANIZATION STAFF OF 24 
Hartford “Times” Predicts Fine Future 
for New Company Which Has Im- 
petus of Parent Agency Force 


The Century Indemnity, new casualty 
running mate of the Aetna Insurance 
Co., began active business last Monday 
and coincident to this opening was 
the establishment of the company’s 
first branch office located in’ Bos 
ton. The company, starting under most 
favorable auspices, has been authorized 
to write all casualty lines of insurance. 
Particular emphasis will be placed on 
workmen's compensation, public liability, 
property damage, accident and_ health, 
and fidelity and surety. The first policy 
was written on July 23, for automobile 
lability and property damage losses. 

The home office of the Century Indem- 
nity will be located for the time being 
on the fourth floor of the Aetna (Fire) 
Insurance Co. building, At present there 
is an organization force of twenty-five 
persons employed but it is expected that 
this number will rapidly grow along with 
the increase in the volume of business. 


The Executive Personnel 


Ralph B. Ives, president of the parent 
company and the World Fire and Ma- 
rine, is also president of the Century 
Indemnity. Other officers are Thompson 
S. Sampson, vice-president; Edgar J. 
Sloan, vice-president; Guy E. Beardsley, 
vice-president; W. Ross McCain, secre- 
tary; George L. Burnham, treasurer; 
William B. Goodwin, assistant secretary ; 
Kdward I. Taylor, assistant secretary, 
and J. G. Hasselbrack, assistant secre- 
lary. 

Mr. Sampson, who came from Boston 
where he was resident manager of the 
Maryland Casualty, will be in immediate 
charge of the new company. His imme- 
diate assistants, Mr. Taylor and Mr. 
Hasselbrack, were both associated with 
him in the Maryland Casualty. 

Departmental managers of the Cen- 
tury Indemnity are: Seldon Geer, of 
Hartford, manager of the compensation 
and liability department; Leeland Will- 
son, of Hartford, accident and health un 
derwriter; Ashby E. Bladen, of Hartford, 
manager of the bonding department; E. 
\. Peticolas, of Boston, manager of the 
engineering department. 

Completing the supervisory staff are 
the following: Emery L. Main, office 
manager; G. B. Fallow, field manager 
for Connecticut; W. G. Pond, manager, 
casualty claim department. 


Hartford “Times” Editorial 


\s an indication of how the Century 
Indemnity has been received in Hartford, 
an editorial in the “Times” of that city 
says: “The Century begins business with 
excellent promise for a fine career. The 
\etna (lire) is one of Hartford's oldest 
and one of the world’s strongest insur- 
ance companies. Established in 1819 it 
has been growing steadily and acquiring 
strength through the decades, until today 
it occupies a most enviable position. 
With the establishment of the World 
Fire and Marine insurance company, it 
added to its facilities for securing new 
business and in the Century Indemnity 
it launches into an entirely new field. 

“The Century will not find it necessary 
to build up a field organization as the 
\etna Fire and the World Fire and 
Marine have an agency force numbering 
12,000 to 15,000, scattered over the coun- 
try, the resources of which will be avail 
able for the new company. Many of 
these agencies are long established and 
leaders in their communities. Their ex- 
istence speaks volumes for the certainty 





HEALTH HEAD RAPS KIWANIS 
W. F. Ries, President of National Health 


Bureau, Guest at Luncheon, 
Refuses to Eat 

William F. Ries, president of the Na- 
tional Health Bureau of Toledo, who was 
invited to a luncheon of the Kiwanis 
Club of Newark, which was held last 
weck in Newark, refused to eat any- 
thing, saying that which was offered him 
did not contain the things necessary for 
his good health. 

Mr. Ries was the principal speaker at 
the luncheon, and not only did he object 
to what the members ate, but stated that 
human beings in general did not eat the 
things that were good for them. 

Hogs, he said, had more sense than 
human beings. Hogs eat the top of 
vegetables while man throws them away. 
\s a matter of fact, Ries claimed, the 
top of carrots, beets and similar vege- 
tables, have more nutritive value than 
the bottoms. 

He said that he was 74 years young, 
and owes his long life and good health 
to a careful diet of whole grains and the 
parts of vegetables usually discarded. He 
also stated that he had been given up 
by the doctors twenty years, but that he 
had taken his diet into his own hands. 





that the Century will be launched upon 
a fine footing. 

“The new company has a capital of 
$600,000 and a paid in surplus of a mil- 
lion dollars. The stock is entirely owned 
by the Aetna (Fire) Insurance Company. 
The plans for the new company have 
been observed with much interest in in 
surance circles and quite aside from pride 
in having another new companv Hart 
ford is justified in regarding it as a 
new factor in its cconomic and business 
development.” 


GETS BOSTON POST 





P. E. Manion Starts with London & 
Lancashire Indemnity as Branch Mana- 
ger; G. G. Wright, Ass’t. Manager 

Peter EK. Manion is the new manager 
of the London & Lancashire Indemnity’s 
Boston branch office, succeeding Dwight 
B. Libbey who joined the Great Amer- 
ican Indemnity in a similar capacity this 
week. George G. Wright was made as- 
sistant manager. 

A background of sixteen years’ experi- 
ence in the casualty business well fits 
Mr. Manion for his new work. He was 
with the Travelers for fourteen years 
where he specialized on burglary and 
plate glass underwriting. Two years ago 
he joined the London & Lancashire In- 
demnity as superintendent of its burg- 
lary and plate glass departments at the 
home office and then was put in charge 
of compensation and liability as well. 

Mr. Wright has had twelve years of 
experience, his first connection of im- 
portance being with the Aetna Life in 
its liability department. He was with 
the Travelers for seven years and then 
joined the London & Lancashire Indem- 
nity as counterman at its Boston branch. 
He has been a special agent operating 
from this branch up until his present 
promotion, 


NEW DEPARTMENT 

On June Ist the rating division of the 
compensation department of the Gen- 
eral Accident was combined with the 
safety section of the engineering depart- 
ment, forming the safety and rating de- 
partinent as a division of the new lia- 
bility department. 

OBERDORFER’S SUCCESS 

Eugene Oberdorfer, of the Fidelity & 
Casualty in Atlanta, headed the list of 
all the branch offices of the company 
for increase of business for the first 
quarter of 1926. 








The Continental trade mark does 
more than identify insurance quality 
—it symbolizes the ideals of the 
Company and represents its am-~ 
bition to work with its agents to 


attain mutual growth and success. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
CHICAGO 


Casualty Insurance 


Surety Bonds 








Surety Leader of 1900 
All Set for Revival 


AMERICAN BONDING COMPANY 





To Open Up in New York and San Fran- 
cisco As Soon as Permit Is 
Received From Commissioner 





A surety company, known as the Am- 
erican Bonding Co. of Baltimore, which 
has been inactive for the past ten years, 
will soon resume operations as one of 
the large surety and fidelity companies 
in the United States. The ownership is 
affiliated with interests owning the Fidel- 
ity & Deposit. Started in 1894, this com- 
pany jumped ahead with such vigor that 
by the beginning of this century it was 
recognized as one of the “big five” surety 
companies in the country. 

In 1913, the most profitable time in its 
history, the American Bonding was 
merged with the Fidelity & Deposit and 
shortly thereafter ceased soliciting new 
business and confined its activities to the 
business on its books. Although owned 
by the Fidelity & Deposit, it always 
maintained its own corporate existence 
with a capital and surplus. 

Waiting for State’s Permit 

The American Bonding will be ready 
for active operation as soon as a permit 
is received from the State Insurance 
Commissioner. Stock to the extent of 
$1,000,000, with a surplus of $500,000 has 
been subscribed already. According to 
George L. Radcliffe, president of the 
company, expansion of activities and the 
acquisition of new surety business will 
be started just as soon as the permit has 
been issued. It is his plan to extend 
the scope of the company throughout the 
entire country but at present the busi- 
ness will be carried on chiefly on the 
Atlantic and Pacific Coasts with Balti- 
more as the home office and New York 
and San Francisco as the most important 
branch offices. 

Associated with Mr. Radcliffe as offi- 
cers of the company are: John A. Luhn, 
first vice-president; FE. K. Wilson, sec- 
ond vice-president, and Roland Benjamin, 
secretary and treasurer. In addition to 
the officers, the board of directors are 
Van Lear Black, Harry C. Black, W. 
Bladen Lownden, Lawrason Riggs,: John 
S. Gibbs, J. Seymour Mandelbaum, Gus- 
tavus Ober, Jr, and Charles R. Miller. 


MAN’S HOME HIS CASTLE 
But Lots of Things Can Happen in the 
Home Which Makes Its 
Ownership Costly 

Many people think that one’s home is 
one’s castle and therefore complete safe- 
ty is therein found. The whole history 
of accident insurance refutes this claim. 
3ut how about the liability risk? Here 
is a recent case which the Travelers 
calls to attention of its agents: 

Meriden Man Sued for $20,000 
Damages. Meriden, Conn., July 13 
—(UP)—Miss Eva P—— and _ her 
father today filed suit in the Wa- 
terbury superior court against J-—— 


D—— of this city for $20,000 dam- 

ages. ; 
Miss P—— was employed in the 

1)——— home here when she was in- 


jured and lost the sight of one eye 
from an explosion in the kitchen. 
She sued for $10,000 damages and 
her father for $10,000 for medical 
case and loss of her services. 


W. T. GRANT TO SPEAK 

W. T. Grant, president of the Busi- 
ness Men’s Assurance Company, Kansas 
City, Mo., will be the principal speaker 
at the meeting of the Junior Association 
of the American Life Convention in De- 
troit on September 2. 

He will make an address to members 
of the Junior Association on the sub- 
ject, “If? I Were Twenty-five.” Those 
who know Mr. Grant know that his 
address will be well worth while. 
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National Bureau Passes 
On “Not Taken” Plan 


SUBMITS IT TO. SUPT. BEHA 


Will Be Operative Thirty Days After 

Superintendent of Insurance Gives 

It His Approval 

Another step in the campaign to end 
the “free insurance” evil was accom- 
plished last week by a meeting of the 
National Bureau of Casualty & Surety 
Underwriters at which a plan was form- 
ulated which it is hoped will deal with 
the reduction of losses arising from “not 
taken” policies in a satisfactory manner. 
It has been submitted to Superintendent 
of Insurance Beha for his consideration. 

The committee representing casualty 
interests in this matter consists of W. J. 
McCaffrey, vice-president, Globe Indem- 
nity; E. J}. Bond, Jr., vice-president, 
Maryland Casualty, and Robert J. Sul- 
livan, vice-president, Travelers. These 
executives have worked wholeheartedly 
with the National Bureau-and the fact 
that their recommendations were adopted 
at the National Bureau meeting indicates 
the effectiveness of their views. 

The enormous drain on the casualty 
business due to the not-taken evil has 
been long recognized. Executives have 
figured roughly that it costs anywhere 
from 10 to 15 per cent of the $600,000,- 
000 of gross premiums written annually. 
It is also well known that the expense 
is far greater in casualty than in the fire 
field because of the greater amount of 
tabulation required in handling the busi- 
ness. An estimate has been made that 
the cost of a transaction on this kind is 
approximately five dollars for each poli- 
cy written and subsequently cancelled as 
“not wanted.” 

Following Mr. Beha’s approval of the 
plan of the National Bureau, it is pro- 
posed that it will be made effective 
within thirty days and will be a remedy 
for a situation which has been the sub- 
ject of much argument and criticism both 
in home office and field. 


CAR ACCIDENT VERDICTS 





Syracuse Lawyer Says That They Are 
Growing Larger All the 
Time In Size 

Assistant Manager Bailey of The 
Travelers in Syracuse, N. Y., was trying 
to interest a fleet of policyholders in in- 
creased limits. As a final argument he 
suggested that they take the matter up 
with their attorney, and get his opinion 
on the advisability of carrying $20,000/ 
$40,000. limits. 

They did so, and here is the reply of 
one of the most prominent Syracuse law- 
vers: 

“There is no doubt in my mind but at 
the present time there is the chance that 
you are going to be caught in some ac- 
cident which will result disastrously for 
more than one person. The verdicts of 
$5,000 rendered a few years ago now 
amount to between $10,000 and $15,000, 
and it would seem to me that at an ex- 
pense of $422.56 a coverage of $20,000 
would be a practical solution of the dif- 
ference and I believe you would be per- 
fectly safe within these limits.” 








CASH CAPITAL 
$2,450,000.00 





UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
New Orleans New Y 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
100 Maiden _ 
or 





OPENS BOSTON BRANCH 
Great American Indemnity Now Repre- 
sented in New England Territory; 

D. B. Libbey Is Manager 
Another stellar position in the Great 
American Indemnity’s agency force was 
filled this week by the opening of the 
New England branch office with Dwight 
B. Libbey as manager. This new pro- 
duction office will be located at 4 Liberty 
Square, Boston, where the company will 
enjoy the advantages of close association 
with the home office of the Massachu- 
setts Fire & Marine—one of its running 
mates—-and with the firm of Rogers & 
Howes, New England managers for the 
parent company. The latter firm will be 
affiliated with the casualty company as 
a general agency for all casualty and 

bonding lines. 

Arrangements are under way to install 
a complete unit equipped to offer service 
to producers in the metropolitan Boston 
territory as well as those in adjacent 
New England states. Agents who have 
definitely taken on the Great American 
Indemnity will begin to report to the 
branch office on September 1, which is 
the date on which the office will actively 
begin to function. 

Dwight B. Libbey, the branch manager, 
has been in insurance work for the past 
eleven years, his first connection being 
with the Travelers. His training there 
included both inside and field work. In 
1921 he became manager of the Trav- 
elers’ branch office in Oakland, Cal. 
where he remained until 1924. He then 
joined the London & Lancashire Indem- 
nity as manager of its Boston branch 
office, from which position he retires to 
join the Great American Indemnity. 

POLO PLAYER AN AGENT 
Horace Robbins of Wichita Falls, Tex., 
Is a Representative of Fidelity 
& Deposit 

It has recently come to light that Nat 
Mobley, the western agency supervisor 
of the Fidelity & Denosit, is not the 
only polo player in that organization. 
Awav down in Wichita Falls, Tex., Hor- 
ace Robbins wields what is said to be 
the best mallet of them all. 

He is captain of the Wichita Falls 
team who is a member of the National 
Association and rated to be one of the 
strongest civilian teams in Texas. In 
spite of the fact that Wichita Falls is 
not rated as a very large town, Mr. 
Robbins writes an annual volume of 
casualty and surety business which com- 
pares very favorably with that produced 
by some of the leading insurance men 
of Dallas and several of the larger cities 
of Texas. 





W. E. Small, President 





Surplus and Reserves as to Policy Holders Over $3,000,000 
Georgia 
Casualty Company 


Atlanta, Ga. 
AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 

















UNION INDEMNITY EXPANDS 





Company Doubles Its Capacity on the 
First Floor; Now Occupy Most 
of Their Building - 

_ The Union Indemnity has enlarged 
its quarters on the ground of the build- 
ing, at 100 Maiden Lane, to take care of 
a steadily increasing volume of business. 
The Metropolitan department of the 
company is located on this floor. 

The company formerly occupied only 
one-half of the ground floor; they now 
occupy two-thirds, having doubled their 


capacity. Vice-president Henry F. Wei- 
ssenborn told the Eastern Underwriter 
the other day something of the early 


history of the company in New York. 
He said that the enlarging of their pres- 
ent facilities would enable them to give 
more prompt and efficient service to both 
brokers and agents. 

“When the Union Indemnity ¢ came into 
this building i in 1920,” said Mr. Weissen- 
born, “we occupied one of the stores on 
the first floor. Now we occupy the 
whole of the building’ except two floors. 
At the time we put up this building, the 
insurance fraternity quite naturally were 
impressed by the growth and _ stability 
of our organization. And we have been 
expanding steadily ever since.” 

The Union Indemnity last year took 
over the Northwestern Casualty of Mil- 
waukee. The following New Orleans 
companies are also in the group under 
its control: The Great Union Fire & 
Marine and the La Salle Fire. W. Irving 
Moss is president of the affiliated com- 
panies. 

RICKERD TO ‘DIRECT MEETING 
Advertising Manager, Standard Accident, 
to Be Chairman Insurance Advertising 

Conference Meeting in October 

The appointment of C. E. Rickerd, ad- 
vertising manager, Seeudued Accident In- 
surance Co., Detroit, as chairman of the 
meeting of the Insurance Advertising 
Conference at Detroit October 18-19, 
was announced the other day. The sub- 
ject of the meeting will be “Helping Our 
Agents Produce More Business.” At 
that time the presentation of the Hol- 
combe Trophy for the best insurance 
advertising campaign of the year will 
take place. 

The announcement of the membership 


of the Conference’s Executive Commit- 
tee has been made by Warren W. Ellis 
of the Commercial Union Assurance 


Company, Ltd., 
the Insurance Advertising 
It is as follows: Clarence A. Palmer, 
Insurance Company of North America, 
Philadelphia; Luther B. Little, Metro- 
politan Life, New York; Arthur A. Red- 
dall, Equitable Life Assurance Society, 
New York; John W. Longnecker, Hart- 
ford Fire, Hartford, Conn.; Clark J. 
Fitzpatrick, U. S. Fidelity & Guaranty 
Co., Baltimore; Bert N. Mills, Bankers 
Life Co., Des Moines; Eustace A. Brock, 
Great West Life, Winnepeg; John Hall 
Woods, Great Northern Life, Chicago, 
and George E. Crosby, Jr., Aetna Insur- 
ance Co., Hartford. 


NEW OFFICE IN TAMPA 
Announcement has been made by the 
Retail Credit Co. that they have opened 
5: new branch office in Tampa. W. E. L. 
Callahan, who has considerable experi- 
ence in the various departments of the 
company, has been made manager of the 
new office which will control eleven 

counties in southwestern Florida, 


New York, 


president of 
Conference. 








Banker’s Blue Outlook 
On Instalment Sales 


ARTICLE IN “CREDIT MONTHLY” 





Sees Aftermath of Unemployment and 
Rift Between Capital and Labor; 
Other Contingencies Prophesied 

A blue vision of what will happen un- 
less the present epidemic of buying on 
the instalment plan is checked finds 
presentation in the current issue of 
“Credit Monthly,” the writer being a 
banker. He says: 

“The people of this country have 
launched upon an era of instalment buy- 
ing, in recent years, beyond our wildest 
dreams. Because of the magnitude which 
instalment buying is now reaching, we 
find credit managers everywhere making 
deep study and freely discussing the 
probable future effects it will have upon 
the nation as a whole. The more impor- 
tant commodities being purchased on the 
instalment plan are, automobiles, ma- 
chinery, homes, furniture, house appli- 
ances, musical instruments, jewelry, 
clothing, fuel, paint, magazines, tires and 
radios. 

“As a banker, I am aware of the fact 
that the great expansion of credit 
through instalment sales of course, has 
given almost mushroom growth to many 
finance companies, mortgage loan com- 
panies and industrial loan companies. 
These companies in turn borrow enor- 
mous sums from public banking institu- 
tions (pledging instalment paper as col- 
lateral) so one readily appreciates how 
the pyramiding of credit is becoming of 
mountainous proportions, 

“The weakness of this type of credit 
risk are well known to us. In the first 
place the instalment buyer is usually of 
limited 


very means. Secondly, he is 
generally of uncertain income, and 
thirdly, he generally knows little about 


the budgeting of his receipts and dis- 
bursements. 
Trade Stimulated 

“We all appreciate that instalment buy- 
ing leads to marked stimulation of trade. 
Manufacturers, merchants and retailers 
thereby benefit from greavcr sales and 
earnings. On the other hand, the con- 
sumer is unwisely burdened with debts, 
because of his instalment purchases. The 
instalment. business, then, tends to mak- 
ing the business man riche r, and the em- 
ployee-consumer poorer. The inevitable 
result, no doubt, will be a further broad- 
ening of the gap between capital and la- 
bor. In this connection the old story 
of "save and have” for times of unem- 
ployment, illness, old age and other con- 
tingencies, is a theme which we are 
throwing to the four winds in the pres- 
ent day. To be sure, savings bank de- 
posits have largely increased in recent 
years, but it is the general opinion that 
the instalment buyer has contributed 
only a very small portion to the heavy 
gains in total savings deposits. 

“Instalment buying has undoubtedly 
stimulated trade to a remarkable degree 
in recent years. Larger inventories have 
resulted, and greater credits have been 
accumulated all along the line from 
manuafcturer to retailer. The tendency 
then is toward a period of inflation. 

Is Instalment Buying Good for This 

Country? 

“The aftermath of this inflation, no 
doubt, will be reflected in unemployment 
and accompanying failure of labor to pay 
its instalments and other debts. A re- 
sult will probably be the accumulation of 
a lot of second hand merchandise ac- 
quired through foreclosure of chattel 
mortgages, instalment contracts and 
other property liens. The resulting dis- 
organizatign occurring in business and 
finance is a problem which we should 
make ready to solve.” 


William B. Mann, superintendent of 
agents of the Ocean Accident and Co- 
lumbia Casualty, visited several cities up- 
state last week. 
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Va. Coal Miners Still Up 
In Air on Compensation 


PASSED UP TRAVELERS’ OFFER 
Withdrawal of detndated Companies 
From Compensation Field on Aug. 2 
Leaves Them in Lurch 


Negotiations were still under way this 
week looking to a solution of the prob- 
lem as to how coal mine risks in South- 
west Virginia were to be provided with 
workmen’s compensation cover. The 
Associated Companies, it will be recalled, 
decided recently to withdraw from the 
field, and they did actually quit the field 
August 2, Meanwhile, the Travelers 
stepped in and offered to write most of 
the risks at $6.10 under certain condi- 
tions. One of these conditions was that 
it should start off with a volume ofl 
premiums totalling $100,000. : 

Last week, the Virginia Coal Opera- 
tors Association agreed to accept the 
proposal of the Travelers to provide 
protection at that rate, but it developed 
that the amount of premiums that could 
be guaranteed fell somewhat short of 
the minimum figure fixed by that com- 


pany. The question then arose as to 
how the extra amount needed could be 
obtained. It was suggested that possibly 


some of the mines on a self-insured basis 
might be induced to insure in the Trav- 
elers to help solve the problem. 
Another suggestion was that mines in- 
sured in another company not affiliated 
with the Associated Companies, which 
has an appreciable volume of business 
written at $4.73 with something like six 
months more to run, might transfer their 
business to the Travelers inasmuch as 
the company now carrying them at that 
rate was likely to cancel off at any time. 
Pending outcome of the negotiations, 
the operators left without cover by the 
withdrawal of the Associated Com- 


McMahon of S. C. Won't 
Support Fleet Ruling 


OTHER COMMISSIONERS FAVOR 





Felt That Inclusion of Employes’ Cars 
Under Fleet Policies for Experience 
Rating Is Discriminatory 
A short time ago the National Bu- 
regu of Casualty & Surety Underwriters 
addressed a letter to the National Asso- 
ciation of Insurance Agents dealing with 
automobile fleet rating in which it said 
that an automobile fleet in order to be 
cligible for experience rating must con- 
sist of at least ten cars insured on a 
full time basis for the first nine months 
of the expiring policy term and the full 
twelve months of the preceding policy 
term. » f 
Continuing, the National Bureau said: 
“It is also required that the fleet be 

under one ownership. 

“You are also aware that the criterion 
of single ownership is often disregarded 
by non-bureau companies with the re- 
sult that experience credits available 
only to the cars owned by the corpo- 
ration are extended to the automobiles 
owned by the individual employes and 
officers of that corporation. This unfair 
competition has been serious aud has 
received the attention of the agents and 
companies alike. 


Ruling of Commissioners Helpful 


“The Insurance Commissioners of 


panies were granted a fifteen-day special 
permit, authorizing them to operate for 
that period under the workmen’s com- 
pensation act. Those companies, it will 
be recalled, decided to cancel off the 
risks when Commissioner Button refused 
to approve a rate of $9.20 which they 
wanted to put into effect. 


Minnesota, Massachusetts and New 
York have been particularly helpful in 
eliminating the unfair practice of non- 
affiliated companies by issuing official 
rulings to the effect that the inclusion of 
employee’s cars under fleet policies for 
experience rating purposes is in violation 
of the anti-discriminatory law of the 
state and that any company, agent or 
broker guilty of such practice would be 
punished under the law. 

“I think you will find the local agents 
especially interested in this proposition. 
They should realize, or can easily be 
made to realize, that the practice of ex- 
tending credits to employes’ cars is bound 
bound to take away from them the 
dozens and hundreds of individual car 
policies which they control, and which 
they ordinarily renew from year to year. 
In other words, each one of us works 
for somebody and if each employees’ car 
can be written at a credit available to 
his employer’s fleet, it will soon come 
about that the insurance of cars owned 
by large employers and their employees 
will be concentrated in the larger cities 
and will be controlled almost entirely by 
half a dozen large brokerage houses. 
That is the problem from the agent’s 
standpoint. 


Ruled as Discrimination 


“rom the standpoint of the public, it 
is a grave situation when one person can 
get a lower rate than his neighbor mere- 
ly because he happens to work for a par- 
ticular concern. The practice is unfair 
and is justly held in violation of the 
anti-discriminatory laws.” 

The communication was considered by 
the National Executive Committee at its 
last meeting and was subsequently 
placed in the hands of the state presi- 
dents with a request that the subject be 
taken up with the insurance commission- 
ers where anti-discriminatory laws pre- 
vailed or where the evil could otherwise 
be reached. 


Since the Bureau letter was written 


Commissioner Button of Virginia has is- 
sued a ruling holding that the inclusion 
of a privately owned car in a fleet or 
group policy will be construed as prima 
facie evidence of discrimination and any 
company or agent guilty of such dis- 
crimination will incur the full penalty 
provided by law. 


McMahan Declines to Make Ruling 


In due course the secretary of the 
South Carolina Association of Insurance 
Agents presented the matter to Com- 
missioner John J. McMahan. In_ his 
usual characteristic style Commissioner 
McMahan replied to the secretary of the 
South Carolina Association, as follows: 


“Re: ‘Automobile Fleets.’ 

“Yours of the 30th received enclosing 
circular from Secretary Bennett, of the 
National Association of Agents, dated 
July 28th, urging that Insurance Com- 
missioners rule that automobiles may 
not be insured in fleets unless under 
single ownership. 

“The desire is to prevent cheap 
(wholesale) insurance on automobiles 
owned by employes of a concern which 
may now include all of such automobiles 
under a ‘fleet’ policy just as if under one 
ownership. Other Commissioners are 
making rulings to forbid this cheaper in- 
surance to small owners. 

“I decline to make such a ruling. I 
believe in the free play of individual in- 
itiative and enterprise in competition for 
efficiency of business. I cannot regard 
any business practice as final—beyond 
improvement. Fair competition should 
be afforded an opportunity to effect bet- 
ter methods. 


“A modern trend, compelled by popu- 
lar demand, which I have found it use- 
less to try to stop, is the wholesale in- 
surance of automobiles for financing 
corporations. Similarly, I have made no 
rules as to group insurance in the life 
field. Multiple experimenting guided by 
business sense must be allowed to de- 
velop the proper practices.” 
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The prompt, efficient and fair handling of claims ; 
by the Maryland (asualty Company makes 
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STATISTICALLY SPEAKING 


HE population of the United States is estimated to- 

day at about 110,000,000 people. An average of 

five persons to a family would indicate approximately 
22,000,000 families. 





At least 25% of these families can be considered good 
prospects for Residence Burglary, Theft and Larceny 
Insurance. According to company statistics, however, 
only about 500,000 of them are now insured. 


The remaining 5,000,000 families, therefore, represent 
one of the many fertile fields still open to development 
by agents who handle Burglary lines. 


Are YOU so equipped? 





FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and 
Burglary Insurance 
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SAMUEL APPLETON BUILDING 
110 MILK STREET, BOSTON, MASSACHUSETTS 





Practically every form of Insurance except Life 





HE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, 

Ltd., the world’s pioneer in liability insurance, writes all casualty 
and surety lines and together with its affiliated companies, THE EM- 
PLOYERS’ FIRE INSURANCE COMPANY and the AMERICAN EM- 
PLOYERS’ INSURANCE COMPANY, makes up THE EMPLOYERS’ 
GROUP, offering the insurance buying public practically every kind 
of insurance contract except life. | 


“The Service That Satisfies” has been, 
is being, and will be given assureds, 
prospects, agents and brokers, no mat- 
ter whether the policy contract involved 
be an Accident Policy with a premium 
of a few dollars or a Surety Bond witha 
premium running into thousands. Let 
us give it to you. 


“Wise Men Seek Wise Counsel.” The 


Employers’ Family of Agents realize 
that in a highly competitive business 
like insurance what they sell is service. 
They realize that they must equip them- 
selves to be Insurance Counsellors, not 
merely order-takers, if the American 
agency system is to endure. 

Be one of us. 

Join The Employers’ Family. 
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